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Something to blow about... 
UM Group! 


Get in the swim with UM — you can win a whale 
of a share of the profitable, fast-growing Group 
business. Small, large, in-between or special appli- 
cations — meet the growing demand with — 








U M’s Group Coverages 


GROUP CREDITORS* 
Life and Life with Disability 


SMALL GROUP* 
10-24 Employees 
Life, Accidental Death & Dismemberment, 
Accident and Sickness, Hospital, Surgical, 
Medical Expense — in any combination 


asing REGULAR GROUP 


25 or more Employees 
Man | Life, Accidental Death & Dismemberment, 


that Accident and Sickness, Hospital, Surgical, 
the Medical Expense, X-Ray and Laboratory, 
Supplementary Accident, Polio 


| fe *where permitted by State law 
the 
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WHY THE Architect NEEDS A LIFE INSURANCE SPECIALIST 
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It’s evident that architecture continues to echo the character 
of its time. The very simplicity of the modern home or 
industrial plant is proof enough that the architect is meeting 
today’s more utilitarian demands without sacrificing beauty 
of design. 

This desire for utility is not isolated to just one area of 
specialization. The architect himself recognizes the need for 
functional, flexible life insurance. Primarily, he wants to 
guarantee financial protection for his family. But he also 
wants to guarantee security for himself. So he seeks an 
experienced life underwriter—an informed underwriter. He 
knows he can’t build an adequate life insurance estate today 
with yesterday’s blueprints. That’s one good reason why so 
many architects, as well as individuals in other fields, turn 
to the man who represents The Union Central Life Insur- 
ance Company. 

The Union Central underwriter is truly a life insurance 
specialist—one of the most thoroughly trained and equipped 
specialists in his field. As a career underwriter, he recog- 
nizes the responsibilities he has to the members of his com- 


munity, and alerts himself to their fluctuating needs and 
wants. More important, he knows how to meet the indi- 
vidual’s specific needs and wants. In fact, he has the capacity 
to diagnose a wide range of personal financial problems as 
diversified and complex as the circumstances in which they 
occur. And he has the up-to-the-minute answers, too—a 
folio of policies issued from birth to age 70, designed to meet 
every human need. 

Yes, the Union Central underwriter has the special skills 
and insight it takes to plan sound, intelligent protection for 
every individual. Moreover, continuous Home Office re- 
search and planning provide him with new ways to meet the 
changing needs of his policyholders. Good reasons to know 
the man who represents The Union Central—the man who 
can design a plan to meet your particular life insurance 
needs and wants. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many ways 
The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance market. 
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Variable Annuities 
Highlight Talks at 
Actuaries’ Meeting 


Underwriting, Valuation by 
Electronic Computers and 
Group Also Are Discussed 


MONTREAL—A discussion of the 
controversial variable annuities high- 
lighted the informal discussion ses- 
sions at the 3-day annual meeting of 
Society of Actuaries, here. Underwrit- 
ing, valuation with electronic data 
processing machines and group insur- 
ance also were featured topics. 

Retiring President Walter Klem, vice 
president and actuary of Equitable 
Society, presided at the meeting at- 





W. M. ANDERSON 


tended by 607 members. New presi- 
dent is W. M. Anderson, president of 
North American Life of Toronto. 

H. F. Rood, Lincoln National Life, 





OFFICERS ELECTED 
President—W. M. Anderson, North 
American Life of Toronto. 
Vice-president—M. E. Davis, Metro- 
politan Life; V. E. Henningsen, North- 
western Mutual Life; H. F. Rood, 
Lincoln National Life. 

Secretary—T. E. Gill, London Life. 
Editor—A. T. Bunyan, Phoenix Mu- 
tual Life. 

Members of board of governors— 
D. C. Bronson, consulting actuary, 
Washington, D. C.; W. A. Jenkins, 
Teachers Insurance & Annuity Assn.; 
R. J. Myers, chief actuary, social se- 
curity administration; B. E. Shepherd, 
Manager, Life Insurance Assn. of 
America; Pearce Shepherd, Prudential; 
C. H. Tookey, Occidental Life of Cal- 
ifornia; and D. N. Warters, Bankers 
Life of Iowa. 





initiated a thorough discussion of vari- 
able annuities by describing the work 
(CONTINUED ON PAGE 32) 





JOINT GROUP MEETS 


Discuss A&H Ad Code 
at Chicago, May Be 
Ready in December 


Discussion of the proposed A&H 
advertising code occupied representa- 
tives of the A&H business and Na- 
tional Assn. of Insurance Commis- 
sioners all day Tuesday at Chicago 
and succeeded in ironing out divergent 
viewpoints sufficiently to encourage 
hope that there will be something that 
the NAIC executive committee can 
act upon when it meets early in 
December. 

The NAIC subcommittee handling 
the situation is headed by Pansing of 
Nebraska, who presided at the joint 
conference. Surprisingly little contro- 
versy developed. In fact, the handling 
of advertising of non-cancellable A&H 
was the only topic that developed any 
substantial difference of viewpoint. 

The proposed code was worked up 
by a subcommittee of which President 
Paul Watt of Washington National is 
chairman. The aim is to get it in 
shape so it will represent the united 
views of the business and the NAIC, 
after which the federal trade com- 
mission staff would give its comments. 
Following that there would be a con- 
ference at which the A&H business, 
the NAIC and the FTC would be 
represented. 

On the administration and enforce- 
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Institute Board 
Favors Handling 
for A&H Business 


Institute of Life Insurance’s board 
Wednesday approved taking the next 
step toward implementing the A&H 
industry’s request that the institute act 
as the A&H public relations organiza- 
tion. 

The board met at Chicago during 
the American Life Convention annual 
meeting. 

As a result of the green light for the 
public relations project, the institute 
committee that has been working on 
the matter will endeavor to work out a 
setup that would be agreeable both to 
the institute and to the A&H business. 

A possibility is that the A&H public 
relations function would be handled by 
a separate but closely affiliated or- 
ganization in which some of the in- 
stitute’s staff members would hold 
supervisory positions. 

The institute’s board also approved 
the election to membership of Union 
Mutual Life and Mutual Life of Can- 
ada. 


PR 








ment side, the proposed code would 
have each company’s board adopt the 
code by resolution. The code would be 
implemented in each state either by a 
special law or under a broader law 
providing for general supervision. Each 
company would have to retain its 
advertising material on hand for three 
years unless the regulatory authorities 
had cleared it sooner. 





Late News 





Bulletins... 








O. P. Bennett Appointed Iowa Commissioner 


Oliver P. Bennett, 63, attorney at Mapleton, was sworn in Wednesday as 


the new Iowa insurance commissioner succeeding the late Charles R. Fischer. 
The appointment is for the balance of Mr. Fischer’s four-year term which 
started July 1 and must be confirmed by the 1957 legislature. 

Mr. Bennett graduated from Drake law college in 1915, then was with 
the New York Life real estate and loan division for a short time and later 
served as Monoma county attorney. He served in both world wars, was judge 
advocate of the Iowa selective service board and retired as a colonel in the 
Iowa national guard in 1952. A law partner of a former attorney general, Mr. 
Bennett was in the state senate for three terms some years ago. 


Sir Walter Life Is Incorporated in N. C. 

Sir Walter Life of Charlotte has been incorporated in North Carolina. Au- 
thorized capital stock is $500,000. Incorporators are F. A. Russell, Homer 
Lang and J. S. Dell, all of Charlotte. 


Life Companies, Inc., Stock Issue Approved 

The stock issue of Life Companies, Inc., of Richmond has been approved by 
the securities and exchange commission and went on sale at $18 per share. 
The company has been licensed to sell all types of life and A&H but at present 
will concentrate on reinsurance. 

Under the filing with SEC, Life Companies proposed to offer 418,656 shares 
of $1 par common stock and 4,081 shares of $25 par convertible preferred 
stock. Life Companies owns all but 1%% of Atlantic Life and Lamar Life. 

The company already has reinsurance contracts from Atlantic Life, Lamar 
Life and Midland National and will seek reinsurance business from other com- 
panies. 

John D. Murchison, president of Life Companies, and his brother, Clint W. 
Murchison Jr., own all 1,250,000 outstanding common shares and 140,000 shares 
of the company’s preferred stock. Of that, 340,000 common shares will be 
offered to employes of Life Companies, Atlantic Life, Lamar Life and business 
associates of the Murchisons and the remaining 8,656 common shares and 
4,081 preferred shares will be offered to stockholders of Atlantic Life on the 
basis of 64 shares of common and 14 of preferred for each outstanding share 
of Atlantic Life common plus $15. 
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Kalmbach Scores 
Variable Annuity, 
‘Special’ Policies 


Says High Standing of 
Insurance Would Suffer 
from Equity Contracts 


Issuance of variable annuity con- 
tracts would be detrimental to the life 
insurance business, according to Leland 
J. Kalmbach, president of Massachu- 
setts Mutual Life, who also spoke out 
against the empha- 
sis on cost in na- 
tional advertising, 
the practice of of- 
fering “special” 
policies, and cer- 
tain competitive 
group insurance 
practices, such as 
extremely large 
amounts per life 
and the writing of 
cases without com- 





missions. He was 
L. J. Kalmbach addressing the 
American Life Convention annual 


meeting in Chicago. 

“Considerable sentiment has been 
expressed in favor of the sale of in- 
dividual variable annuity contracts by 
life insurance companies, and at least 
one company has been organized for 
that prime purpose,” said Mr. Kalm- 
bach. “I am convinced that the high 
standing of our business has been due 
to a great extent to the fact that we 
have sold only guaranteed fixed/dollar 
contracts and have lived up to those 
contracts. I believe strongly that this 
fine standing would be affected ad- 
versely over a long period of years if 
we were to issue individual contracts 
providing for benefits that vary with 
the market prices of common stocks. 


“T am sure most of us feel that we 
shall continue to experience the ups 
and downs of business cycles with 
rather wide variations in the cost of 
living and in stock prices. If we do 
have such variations, I believe it is ob- 
vious that the income under variable 
annuities will be better or worse than 
the income under fixed dollar annui- 
ties, depending upon the time of pur- 
chase and the period of benefit pay- 
ments. 

“Under single premium variable an- 
nuities, and variable settlement op- 
tions if they too became prevalent, the 
time of purchase would be an especial- 
ly important factor, and, of course, the 
results could be rather disastrous if 
purchase were made in a period of 
high stock prices and the period of 
benefit payments were one of great- 
ly reduced stock prices. 

“Also, even though the average ex- 
perience under annual premium vari- 
able annuities might be satisfactory 
over a long period of years. it is, of 
course, obvious that this would be of 
no help to those individuals whose 
benefit periods fell in adverse times 

(CONTINUED ON PAGE 28) 
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McCord to Helm of 
Economics Society; 
Succeeds Grahame 


E. A. McCord, president of Illinois 
Mutual Casualty, was elected president 
oi Insurance Eco- 
nomics Society at 
its annual meeting: 
this week in Chi- 
cago. He succeeds 
Orville F. Gra- 
hame, vice-presi- 
dent and general 
counsel of Paul 
Revere Life. 

Other officers 
are Theo. P. Beas- 
ley, Republic Na- 
tional Life, 1st 
vice-president; W. 
J. Hamrick. Gulf Life, 2nd vice-pres- 
ident, and H. O. Fishback Jr., Northern 
Life of Seattle, secretary. 

Named to the executive committee 
were Jarvis Farley, Massachusetts In- 
demnity; E. J. Faulkner, Woodmen 
Accident & Life; J. E. Hellgren, Lum- 
bermens Mutual Casualty; R. J. Wet- 
terlund, Washington National; C. C. 
Wallace, Great American Reserve; 
E. W. Craig, National Life & Accident, 
and Mr. Grahame. 


O. F. Grahame 


There are indications the admini- 
stration may have an open mind in 
connection with the federal reinsurance 
proposal under the new Secretary of 
Health, Education and Welfare, Mr. 
Grahame stated in his report. Some 
time ago Mr. Grahame cailed upon 
those who favored the preposal to ex- 
plain to the insurance business the 
help it would be. No one has accepted 
this invitation, he said, adding that 
Roswell Perkins, assistant secretary of 
the HEW department considered the 
suggested approach “very fair.” 

Mr. Grahame suggested the insur- 
ance business take its problems in 
Washington to the Department of Com- 
merce, “which is not supposed to reg- 
ulate us, or abolish us, or compete 
with us, but which is supposed to foster. 
promote and develop us. I am afraid 
that we have been taking too many 
cues from the Devartment of HEW and 
from the Treasury Department.” 


Mentioning there is now under con- 
sideration the organization of a large 
A&H trade association and public re- 
lations program, Mr. Grahame said he 
believes that the economics society 
presently should be continued as now 
constituted. “It is clear to me that if 
such an association should take on 
private law making responsibilities, 
even wihout taking on the attributes of 
a vigilante committee, it will invite 
government regulation of its own acti- 
vities which will have a direct bearing 
on the functioning of such organiza- 
tions as this.” 

E. H. O’Connor, the managing direc- 
tor, reviewed 1955 legislative develop- 
ments in the field of social security, 
particularly the proposed 1955 amend- 
ments. He reported the defeat during 
the past legislative season of 19 bills 
and one resolution in 11 states pertain- 
ing to various plans of compulsory 
sickness insurance. He emphasized that 
no state has adopted a compulsory 
sickness plan since 1949. 

Considerable discussion develoved 
on a program of broader activities for 
the society in meeting new problems 
arising in the field of social insurance. 





Navarre Given 
Another Term as 
Mich. Commissioner 


LANSING—Reappointment for an- 
other four-year term of Commissioner 
Joseph A. Navarre of Michigan was 
announced this week by Gov. Wil- 
liams. The appointment is subject to 
state senate confirmation. 

Commissioner Navarre has served 
as head of the Michigan department 
since July 5, 1951, when he assumed 
office to fill out the term of David 
A. Forbes who had resigned to resume 
an active part in his Grand Rapids 
agency. The office had been placed on 
a four-year term basis by legislation 
enacted during Forbe’s incumbency 
and he had been named to the first 
full term as commissioner. Previously 
all Michigan commissioners had 
served at the pleasure of the governor, 
remaining on the job until their suc- 
cessors were named and had duly 
qualified. 

Mr. Navarre, who row will serve 
until Oct. 11, 1959, providing the senate 
gives its anticipated approval, is an 
attorney by profession and was prac- 
ticing law actively in Jackson when 
appointed. He has maintained his 
residence in that city. He has been 
exceptionally active in affairs of Na- 
tional Assn. of Insurance Commis- 
sioners and is now serving as chairman 
of the executive committee. 

As a department executive, Com- 
missioner Navarre won praise from 
this state’s “little Hoover” commis- 
sion for his reorganization and de- 
partmentalization of the state’s super- 
visory bureau. He also inaugurated a 
series of department institutes, ad- 
dressed by recognized authorities on 
various aspects of the business, and 
marked by panel discussions. 





GULLEY ADVANCED 


Elect Lon Hocker 
President of 
Missouri Ins. Co. 


Lon Hocker has been named presi- 
dent of Missouri Ins. Co. to succeed 
E. A. Schmid who died of a heart 
attack while aboard the Queen Eliza- 
beth enroute to Europe with his wife 
and one of his daughters. 

C. R. Gulley was advanced to execu- 
tive vice-president and named a 
director. He has been with the com- 
pany since 1930, serving most recently 
as vice-president and director of agen- 
cies. 

Mr. Hocker was appointed vice-pres- 
ident of the company in 1952, in addi- 
tion to his duties as general counsel, a 
position he had filled since 1948. He 
was named counsel for the company in 
1937. 

Mr. Hocker plans to retain his part- 
nership with the St. Louis law firm 
of Jones, Hocker, Gladney & Grand, 
devoting about half of his time to the 
insurance company position. He pre- 
sently is serving as chief hearings 
counsel for the U. S. Senate subcom- 
mittee on constitutional rights, and 
will continue in this position until the 
present hearings are completed. 








West Coast Actuaries 
Slate Meet for Nov. 3-4 


Pacific States Actuarial Club will 
hold its fall meeting at Pebble Beach, 
Cal., Nov. 3-4. 

Topics to be discussed include vari- 
able annuities, recruiting and training 
for an insurance career, group plans 
for fewer than 25 lives, bases for agen- 
cy compensation, special policies and 
the proposed formula for taxing life 
companies. 





Head table dig- 
nitaries at ALC 
meeting in Chica- 
go: Lee N. Parker, 
administra- 
tive vice-president 
of ALC and presi- 
dent of American 
Service Bureau; 
Clarence L. Peter- 
son, vice-president 
of Union Central 


Life, and Claris Adams, executive 





Eugene M. 
Thore, general 
counsel of Life 
Insurance Assn., 
shown at the ALC 
Chicago conven- 
tion with two State 
Mutual Life exec- 
utives, H. Ladd 
Plumley, presi- 
dent, and Robert 
H. Denny, vice- 
president. 





‘ 1 agrerarye 





vice-president and general counsel of ALC. 


E. J. Faulkner, 
president of Wood- 
men Accident & 
Life, who addres- 
sed the Agency 
Section meeting 
during the ALC 
parley at Chicago, 
flanked on the left 
by C. O. Pauley, 
consultant to H & 
A Underwriters 
Conference, and 
on the right by H. 
P. Skoglund, pres- 
ident of North 
American L. & C. 
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Tenn. Regulations to 
Control Credit Life, 
A&H Effective Nov. | 


Regulations for the control of credit 
life and credit A&H have been ap. 
nounced by Tennessee Insurance Com- 
missioner Northington, effeciive Noy 
1. The new rules provide that the 
coverage may not exceed in value the 
original amount of the loan; a copy of 
the policy or a certificate must pe 
issued to the borrower; all Policies 
forms and rates must be approved by 
the insurance department: the term 
must not exceed the term of the loan 
and all policies must be issued by 
licensed agents or brokers. s 

The new regulations are designed to 
meet criticisms, but the insurance de. 
partment intimated that if they prove 
insufficient, additional legislation wil 
be sought in the next legislature. 

The Tennessee regulations depart 
from the recommendations of National 
Assn. of Insurance Commissioners in 
some respects. They are apparently 
directed principally to the problem of 
short term credit and _ specifically 
exempt life or A&H sold on an indi- 
vidual contract basis in connection 
with real estate loans-of more than 
36 months duration. 

Amore the ~ew rules are that 
credit life policies shall contain no 
provision for additional accidental 
death benefits. Credit A&H_ shall 
provide loss of time disability bene- 
fits only. The rates for credit insurance 
are to be filed with the insurance com- 
missioner. 


If the indebtedness is discharged 
thereby terminating the coverage, the 
return premium shall be _ promptly 
paid. If the cover is not automatically 
terminated, insured shall be given the 
option of cancelling or retaining it 
until its expiration. If cancelled, the 
return premium shall be promptly paid 
insured or credited to his account. The 
formula for computing the return 
premium shall be filed with and ap- 
proved by the insurance commissioner. 
The option to cancel or to retain shall 
be written either as a part of the 
policy or certificate or by separate 
statement furnished to debtor at the 
time his loan is renewed. The res- 
ponsibility for these conditions are on 
the agent and company alike. Failure 
by the agent to enforce these provi- 
sions is cause of the cancellation of 
his license. 

No one other than the insurer or its 
representatives may settle or adjust 
claims. 





Postpone Meeting to Select 


New Alaska Commissioner 


Alaska insurance commission has 
postponed until later in October the 
meeting at which the new territorial 
insurance commissioner will be chosen. 
Originally, the meeting had been set 
the third week in September, but it 
was postponed because the Alaska at- 
torney general indicated that the gov- 
ernor’s original appointment of the in- 
surance commission was valid. The 
commission which has been performing 
was appointed by the governor under 
the assumption that his first appoint- 
ments were invalid since they were not 
acted upon by the last legislature. The 
original appointees submitted thei 
resignations, but in recognition of the 
work done by the acting commission 
it is being reappointed. 
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Divergent Aspects of FTC-A&H Situation 
May Hold Up Trade Practices Meeting 


By HENRY HALLAM 


WASHINGTON—Federal Trade 
Commissioner Mason’s proposal that 
the commission, on its own motion, 
call a trade practice conference of the 
A&H business has raised some inter- 
esting possibilities. Members of the 
commission met twice last week. 

No action was taken on the proposal, 
FTC Chairman Gwynne said, nor was 
it formally discussed. However, the 
commission did receive and discuss a 
complete report on the insurance situ- 
ation before it, including the status of 
the 31 complaints it has issued against 
A&H companies charging them with 
falsely advertising their policies. 

Mr. Gwynne did not confirm reports 
in insurance circles that there is op- 
position among the FTC commissioners 
to Mr. Mason’s proposal. According to 
these reports, some FTC people do not 
like the idea of having a trade practice 
conference with business which has 
been, for the most part, apparently 
fighting commission attacks on A&H 
segments of the business with denial of 
its jurisdiction, etc. 

Generally, trade practice conferences 
have been called by FTC of other busi- 
nesses at the latter’s request. In the 
present situation, not only are indivi- 
dual respondent companies fighting 
FTC, except four that have agreed to 
consent orders against them, but some 
organizations of companies engaged in 


the A&H field oppose calling a trade - 


practice conference. 

Some others favor it, however, and 
A&H association organizations oppose 
it unless the state insurance commis- 
sioners are azreeable to having such a 
conference. State officials are proceed- 
ing alone their own lines in dealing 
with A&H companies and their ad- 
vertising. Still other companies favor 
a trade practice conference as a means 
of clearing the air and letting everyone 
ascertain where he stands with rela- 
tions to fair practice rules to be pro- 
mulgated by the FTC later on. 

If outstanding FTC complaints 
against A&H companies are appealed 
to the courts, insurance observers be- 
lieve a year or more must elapse be- 
fore a decision can be had on a test case 
action when many companies are 
fightine its iurisdiction. 

On the other hand, procedures in 
connection with a trade practice con- 
ference and what follows might in- 
volve a delay of two or three years 
in obtaining definitive results. Consid- 
erable time would be required for 
notice, conference, testimony, argu- 
ments, briefs, consideration by the 
commission, its proposal of fair prac- 
tice rules, more discussion, final 
promulgation of the rules, and to allow 
for a period of checking up on insurers 
to see whether the rules are being 
observed, and, finally, enforcement 
measures bv the commision. The latter, 
in turn, could involve formal complaint, 
hearing, arguments, issuance of a cease 
and desist order, followed by possible 
appeal to the courts. 

e e e 

Meanwhile, insurance representa- 
tives say that if a trade practice con- 
ference is called, insurance members 
entering it could still contest FTC 
jurisdiction in proceedings for enforc- 
ing the rules that might be promulgated 
as outgrowth of the conference. 

From the FTC standpoint, if it 
dropped A&H complaints, or suspend- 
ed them in order to hold a trade 
practice conference, it is believed FTC 





would be subject to criticism for such 
action when many companies are fight- 
ing its jurisdiction. 

All in all, there are so many aspects 
and angles to the existing situation 
that FTC appears to be in no hurry in 
reaching conclusions about holding a 
trade practices conference or continu- 
ing with its present crusade against 
alleged false advertisers in the A&H 
business. 





Talks on Agent Supervision 


John F. Curtis of Massachusetts 
Mutual Life at Los Angeles discussed 
“The Supervisor and the Established 
Agent” at a meeting of Los Angeles 
Life Agency Supervisors Assn. 

He asked the supervisors if they 
watched the prospecting of the estab- 
lished agent, pointing out that the 
older men are likely to allow their 
market to dry up. In regard to the 
agent’s work habits he asked if the 
agent still is dong all those things he 
used to do. 

Mr. Curtis concluded that the pres- 
tige of the supervisor with the agent is 
as important as the prestige of the 
agent with the client. 





Atlantic Names Sawyer 


Atlantic Life 
has appointed 
Willard F. Saw- 
yer general agent 
at Spartanburg, 
S. C. Mr. Sawyer 
began his career 
13 years ago with 
Durham Life and 
has had manage- 
ment experience. 


Willard F. Sawyer 





Sponsor CLU Courses in D. C. 

District of Columbia CLU chapter, 
D.C. ‘Life Underwriters Assn. and 
D. C. General Agents & Managers Assn. 
are sponsoring 30-week CLU institute 
courses at George Washington univer- 
sity. 





Bankers, Ia., Promotes Griffith 


Bankers Life of Iowa has appointed 
J. C. Griffith field supervisor with 
headquarters at the hcme office. He 
joined the company in 1950 as an agent 
at Mason City, Ia., where he current- 
ly is vice-president of the life under- 
writers association. 





Morgan to Western & Southern 

Jack L. Morgan, an associate of the 
Society of Actuaries, has been named 
assistant actuary for Western & South- 
ern Life. 

Mr. Morgan has been in the actuarial 
department of New York Life since 
1950. 





Tulsa Cashiers Organize 

Tulsa cashiers & Office Managers 
Assn. has been organized with Ferne 
E. McNulty as president. Other offi- 
cers are Mrs. Pearl Vertefeuille, vice- 
president; Minnie Whitfield, secretary, 
and Fern Corey, treasurer. 


Carter to Equitable Cashier Post 
Equitable Society has promoted 
Conway S. Carter from _ assistant 
cashier to cashier in New York City, 
succeeding Joseph J. Burns, who has 
retired. John M. Farber, cashier since 
1946 at Columbus, Ohio, replaced Mr. 
Carter as assistant cashier in New 
York City and Donald E. Pratt, as- 
sistant cashier in Columbus since 1934, 
succeeded Mr. Farber as cashier there. 
Mr. Carter joined the company in 
1927 at Rock Hills, S. C., and later 


served as cashier in New Haven and 


Memphis and on the field audit staff. 
He became assistant cashier in New 
York in 1945. Mr. Burns joined the 
company in 1920 at Boston and later 
served as assistant cashier at Cin- 
cinnati, as field auditor, and as cashier 
at Minneapolis and Milwaukee. He was 
named cashier in New York in 1937. 
Mr. Farber joined the company in 1929 
at Cincinnati, later was cashier in 
Dayton and Buffalo. Mr. Pratt joined 
the company in 1928 at Detroit and 
later served at Washington and Phila- 
delphia. 


Ind. A. & H. Underwriters 


Take Stand on Blue Cross 


A special steering committee of 
Indiana Assn. of A.&H. Underwriters 
met in Indianapolis to formulate an 
association attitude toward Blue Cross. 

While no official statement of policy 
was made at the meeting, presided 
over by John Morris, Hoosier Casualty, 
it is understood that the consensus was 
that Blue Cross should not be opposed 
as a type of insurer but that if in- 
stances occur of competitive mer- 
chandising or selling tactics considered 
by the association not in the best 
interests of A&H business or the in- 
suring public, the association should 





make its opinion known to Blue Cross 
and to the public to the greatest extent 
possible. 

It also was decided to acquaint the 
public in Indiana that Blue Cross and 
Blue Shield plans in that state are 
organized as mutual companies under 
exactly the same laws. as other domes- 
tic mutual companies, the exact names 
of the two organizations being Mutual 
Hospital Insurance, Inc., and Mutual 
Medical Insurance, Inc. Thus, in the 
opinion of a spokesman for the com- 
mittee, the “non-profit community 
plan” slogan used by Indiana Blue 
Cross and Blue Shield is no more and 
no less valid than the same slogan used 
by any domestic mutual insurer. 

A subcommittee of the steering com- 
mittee was directed to contact Indiana 
Assn. of Life Underwriters and the 
Indiana Assn. of Insurance Agents to 
see if those organizations would co- 
operate in the project. It was felt that 
the cooperation of the life underwriters 
would be particularly helpful since 
that association has just agreed to con- 
duct the 1956 fund drive for the 
Indiana Heart Foundation, officers of 
which are prominent Indiana physi- 
cians and surgeons. 


Stuyvesant Life of Pennsylvania has 
been licensed in California. 








when used alone. 


they are needed. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 








ALL THAT GLITTERS 
IS NOT SOLD 


DIVIDEND ILLUSTRATIONS — even those 
as good as present projections on our Preferred 
Whole Life plan—offer no magic sales formula 








Many a prospect—unblinded by the glitter of 
dividend payments that cannot be guaranteed 
— looks searchingly at those policy features 
‘ich are guaranteed. 







Thus some folk buy our Preferred Whole Life 
because Total Disability and Waiver of Pre- 
mium require only a four — not six — month 
waiting period. Others buy because ‘most all 
our flexible riders can be added when and if 







These features, and others as liberal, are reasons 
our agents and brokers consider Occidental’s 
Preferred Whole Life—like all our rate book 
offerings—worth more than its weight in gold! 


“A Star in the West..."% 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO" 
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Lincoln National Life Increases Dividends 


Lincoln National Life has brought out an increased scale of dividends effective October, 1955, for all policies dated 
Jan. 1, 1948 and thereafter. Illustrative dividends are as follows: 








Ages 2nd Yr. 5th Yr. 10th Yr. 15th Yr. 20th Yr. 20 Yr. Ages 2nd.Yr. 5th Yr. 10th Yr. 15th Yr. 20th Yr. 20 Yr. 
Total Total 
Modified Life 20 Payment Life 
25 2.60 3.45 4.99 6.57 7.61 99.78 25 2.42 3.84 6.32 8.79 10.14 126.68 
35 3.87 5.05 7.04 9.08 10.36 139.96 35 3.44 5.07 7.79 10.43 11.68 154.09 
45 5.82 7.41 10.06 12.84 14.83 200.59 45 4.92 6.76 9.72 12.51 13.44 189.53 
55 9.12 11.45 15.64 20.13 23.12 312.79 55 7.38 9.65 13.49 16.79 15.87 255.52 
Ordinary Life 20 Year Endowment 
25 2.18 3.23 5.09 6.97 8.06 102.05 25 2.73 4.59 7.78 10.91 12.62 155.82 
35 3.25 4.59 6.84 9.11 10.38 136.26 35 3.63 5.53 8.63 11.54 12.72 169.41 
45 4.81 6.47 9.23 12.09 13.97 184.43 45 5.01 6.95 10.01 12.69 12.84 191.66 
55 7.35 9.61 13.68 18.01 20.71 274.46 55 7.40 9.68 13.41 16.17 13.33 245.77 
Card Ready for Illinois legislature, who either sponsored or OKs Security Sales of New 


Life Agents Meet Oct. 21-22 


Illinois Assn. of Life Underwriters 
will hold its midyear meeting at Pere 
Marquette hotel Peoria, Oct. 21, and 
the following day there will be the 
annual Peoria sales congress. The Illi- 
nois Round Table will hold its annual 
meeting Oct. 21 when there also will 
be a luncheon meeting of Illinois gen- 
eral agents and managers. 

President A. F. Moore, Northwestern 
Mutual, Ottawa, will preside at the 
association business session Friday, 
and at the fellowship dinner that 
evening several members of the Illinois 


helped guide association legislation in 
the past session, will be honored. 

The Round Table will hear a talk 
by W. Lee Shield, associate counsel of 
American Life Convention, and the 
managers will be addressed by Alvin 
H. Goeser, director of human relations 
of World of Omaha. 

Speakers for the Oct. 22 program, 
which will begin with a CLU breakfast, 
include Paul R. Weaver, John Hancock 
Mutual, Monmouth, IIl.; Stanley C. 
Collins, Metropolitan, Buffalo, presi- 
dent of NALU; Oliver K. Whiting, a 
professional speaker; S. S. Huebner, 
president emeritus of American Col- 
lege, and Mr. Goeser. 


All States Life of Dallas 


AUSTIN—Joe Moore, head of the 
securities division of the Texas depart- 
ment, has released his first approval 
of a Texas insurance security for sale 
under the new security law. 

The approval involved the sale of 
$3,700,000 of no-par value common 
stock of the All States Life of Dallas 
at a price of $5.25 per share. The com- 
pany, organized last July, is headed 
by B. F. Biggers, who has been prom- 
inent in life company circles in Texas 
and Oklahoma for about 20 years. 





| Vested life-time renewals are an integral part of our new agency 
contracts. Top first year commissions on competitive policy contracts. 


Bonuses for achievement. Sales stimulating incentive awards. 





If you want more income “from now on” 


Write, phone or wire C. L. Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 


Gundd (V05-— INSURANCE COMPANY 


211 W. 


Wacker Drive 


Chicago 6 
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SELLS ACQUIRED STOCK 





Murchison Abandons 
Ettort to Gain Control 
of Western States, N.D, 


Ownership of Western States Life of 
North Dakota has been retained by the 
present management, following an un- 
successful attempt to purchase the com- 
pany by interests identified with C. w. 
Murchison of Dallas. 

The following statement was issued 
by Otto Haakenstad, president of West- 
ern States, and Holman Jenkens, gen- 
eral counsel for the Murchison inter- 
ests: 

“As a result of conferences held by 
representatives of Mr. Murchison and 
officers of Western States Life, Mr. 
Murchison has disposed of the stock in 
Western States and discontinued his 
campaign to purchase additional stock 
in the company. The staff heretofore 
soliciting the stock in the field for Mr. 
Murchison has been withdrawn.” 

Following an offer by the Murchison 
interests last June to buy the stock at 
$5 a share, company directors organ- 
ized a counter-attack and a group of 
North Dakota purchasers agreed to 
meet that offer. The stock, with a $1 
par value, had been selling for less 
than $5. By the end of July, Murchison 
had acquired about 10% of the 341,100 
shares outstanding. It has been estimat- 
ed that Murchison eventually acquired 
no more than 15%, or about 50,000 
shares. 

The Murchison interests also control 
Atlantic Life of Virginia, Lamar Life 
of Mississippi and Mid!and National of 
South Dakota, as well as Life Com- 
panies, Inc., of Richmond, which was 
organized Aug. 1. 

Two factors have been cited as being 
principally responsible for the present 
management retaining control. In Au- 
gust, the acting state securities com- 
missioner secured a temporary injunc- 
tion which prevented six Murchison 
representatives from continuing their 
stock-buying program. The suit was 
based on statements by the buyers to 
prospective sellers. The temporary in- 
junction was dismissed Sept. 23, pend- 
ing trial of the case. 

Also, during the time the injunction 
was in force, supporters of manage- 
ment established a voting trust to 
which stockholders who supported the 
existing directors pledged their stock- 
voting rights for a 10-year period. 
While management did not disclose 
how much stock was pledged, the num- 
ber was thought to be close to a ma- 
jority. 








Representing National Guardian Life 
of Wisconsin at the ALC Chicago meet- 
ing were Lyman R. Frazier, counsel, 
and Richard Boissard, president. 
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Virginia Assn. Seeks 
Amendments to Require 
Agents’ Examinations 


Virginia Assn. of Life Underwriters 
will conduct a campaign to amend the 
insurance code to require life agents 
to pass a state examination before re- 
ceiving a license. 

The proposed amendments follow 
closely National Assn. of Life Under- 
writers’ model bill concerning qualifi- 
cations and licensing of agents. NALU 
is supporting the Virginia association 
in its efforts. 

William R. Gardner, John Hancock, 
Richmond, chairman of the associa- 
tion’s legislative committee, said State 
Sen. Breeden, Norfolk, will sponsor the 
proposed amendments in the 1956 gen- 
eral assembly. Required examinations 
would provide better qualified agents 
to serve the public and would put the 
agents on a higher plane, Mr. Gardner 
said. 

Virginia is one of 15 states that does 
not require written tests for agents. 
Under the present law, only require- 
ments for getting a license are an ap- 
plication from the employer to the 
insurance commission on behalf of a 
prospective agent, signatures of two 
people that the applicant is a reliable 
person, and a fee of $2. 

One amendment would permit the 
insurance commission to grant a tem- 
porary license without examination in 
certain cases. They would include the 
executor or administrator of the estate 
of a deceased agent or the next of kin, 
employe or legal representative of an 








W. Va. Reorganizes 


Departmental Duties 

Commissioner Gillooly of West Vir- 
ginia has completed the reorganization 
of duties in the insurance department. 

The changes include assigning Depu- 
ty Commissioner Miller to the new 
position of chief deputy commissioner 
of the department in charge of all 
problems relating to Blue Cross and 
Blue Shield, examination and licens- 
ing of companies and in assisting the 
commissioner in the administration of 
the office. 

Deputy Commissioner Stouffer will 
be responsible for matters pertaining 
to life and A&H. George R. Cochran 
has transferred from examiner to ac- 
tuary. He will deal with problems of 
company licensing, auditing financial 
statements and assisting on rating 
questions. 

Donald L. Schaffer will work on re- 
vising the insurance laws and will 
assist Commissioner Gillooly in special 
legal problems. 

Administrative Assistant Price will 
do legal research and recognize the 
department library as well as assist 
the deputies in disposing of complaints. 

Administrative Assistant Bias will 
assist Mr. Miller in regulating Blue 
Cross and Blue Shield and assist Mr. 
Stouffer in handling life and A&H 
claims. 


Chicago A&H Assn. to Meet 


Charles B. Stumpf, general agent for 
Illinois Mutual Casualty at Madison, 
will address a luncheon meeting of 
Chicago A.&H. Assn., Oct. 18. 

Mr. Stumpf is a former president 
of the International association and a 
member of the leading producer’s 
roundtable. 


Plan Party for Wells 


Indiana insurance industry commit- 
tee will sponsor a dinner for retiring 
Commissioner Harry E. Wells Oct. 17 
at Indianapolis. 








‘agent unable to perform his duties be- 


cause of illness, injury or mental in- 
capacity. A temporary permit, good for 
90 days, could be issued upon sale of 
an agent’s insurance business to the 
purchaser or to anyone employed in 
the business. It also could be issued 
to the next of kin of a deceased agent 
if no administrator or executor has 
been*appointed or qualified. 


Twelve of the 33 states requiring 
written examinations also have incor- 
porated most of the NALU model bill 
provisions into their insurance regula- 
tions. 





Attending the 
Chicago meeting of 
ALC were V. A. 
Lutnicki, 2nd vice- 
president and 
counsel of John 
Hancock; G. M. 
Swanstrom, gen- 
eral counsel of. 
Northwestern Mu- 
tual, and Berkeley 
Cox, general coun- 
sel of Aetna Life. 





NO 
ARMCHAIR 
GENERALS 
HERE! 
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GENERAL AGENCIES OPEN 





IN BIRMINGHAM, HARTFORD, PHILADELPHIA, COLUMBUS, 


Armchair generals are conspicuous by their absence 
among Home Office people at Minnesota Mutual 
Life! You’ll find Minnesota Mutual men in the Field 
. . . giving shirt sleeve, down-to-earth help in front of 
prospects . . . demonstrating how to get results with 


sales tools that have no peers in the industry. 


The “Star of the North” is the fastest growing mutual 
company because it has developed the plans and the 
tools to put a new man into production fast . . . keep 
a good man growing year after year . . . and move the 
best men into the unlimited frontiers of Advanced 
Underwriting. 


Typical presentations are Minnesota Mutual’s Suc- 
cess Bond Story, Mortgage Cancellation Plan and 
unique Business Insurance Proposal. Each is “‘trig- 
gered” by visual sales aids that really work ! 


Behind all this lies a higher-pay incentive contract 
incorporating an unusual combination of persistency 
fees. It guarantees greater return to the man who 
writes quality business. 


These are the reasons why the “Star of the North” 
shines as a guiding light to many a career underwriter 
who has found his place in the sun with. . . 


The Agent-Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 


Our 7 th Year 


LITTLE ROCK 
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A&H Insurers May 
Raise Rates or 
Withdraw from N. C. 


A&H insurers are considering raising 
rates or withdrawing from North 
Carolina as a result of that state’s 
new A&H law. This was brought out in 
a closed session at the annual meeting 
of Bureau of A&H Underwriters which 
has now been.made public. 

The statute requires that for the 


tcrmination of all cancellable or non- 
renewable individual and family hos- 
pital expense policies or commercial 
A&H polcies issued after Jan. 1, 1956, 
notice of such termination be given 30 
days prior to the premium due date 
for the first year with an increasing 
period of notice, not to exceed two 
years, for the months of continuous 
coverage beyond the first anniversary 
date of issue. 

In a general discussion, comments 
indicated that the new law is a difficult 
one for company decision. Although 
company delegates did not mention 
specific rates, they generally observed 
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With the introduction of Non-Cancellable and Guaranteed 
Renewable A&H to its Commercial A&H and Disability Life 
coverages .. . Bershire completes its income replacement 
lines. These streamlined, saleable contracts are sure to make 
prospecting and selling more effective in this lucrative field. 


Accident & Sickness benefit periods of 12-24-60-120 months 
© Lifetime Accident benefits available on all forms * Elim- 
Ination Poctedes Accident and Sickness, 7-14-30-60-90 days 


ilable without elimination period) * Special 
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that rates must be increased if bene- 
fits are not reduced or special forms 
drafted to meet the law’s demand. 
While in most companies policy is 
not yet set, measures to meet the prob- 
lem will undoubtedly be as varied as 
there are companies continuing to do 
business in North Carolina. 

Several companies indicated they 
are planning a withdrawal of® their 
A&H business, in whole or in part, 
from the state. Others, following a 
more moderate line, declared their in- 
tention of remaining and either in- 
creasing premiums substantially or re- 
drafting their forms to decrease 
benefits rather than increasing pre- 
miums. The latter approach, however, 
was viewed as the least convenient 
because of the present nationwide 
switch over of entire portfolios to 
meet the imminent mandatory effec- 
tive date in most jurisdictions of the 
new uniform individual and sickness 
policy provisions law. 

The panel discussion, by the bureau 
staff, moderated by General Manager 
J. F. Follmann Jr., was brought about 
by a legislative bulletin released by 
the bureau which said in part: ‘While 
the bill can be regarded in one sense 
as a compulsory experiment which 
some companies may wish to observe 
for a period of time before determin- 
ing what steps to take in compensation, 
it should be borne in mind that the 
bill does require a certain amount of 
deference to North Carolinians which 
is not required by statutes of any other 
jurisdiction Before according this addi- 
tional benefit to new policyholders in 
North Carolina without charge, compa- 
nies should seriously consider the 
effect which such a course of action 
may have on their operations in other 
jurisdictions. This is especially so in 
those jurisdictions which interpret 
their anti-discrimination statutes as 
requiring at least as favorable consi- 
deration for policyholders in their 
states as is accorded policyholders else- 
where for the same premium on a 
given contract form.” 

John F. McAlevy, bureau counsel, 
emphasized that the problem was one 
for each company to work out individ- 
ually. He cautioned, however, that the 
action taken, unless it was objectively 
demonstrable, would afford companies 
no protection in other states. He fur- 
ther opined that companies must do 
more than tighten up on underwrit- 
ing. His opinion was backed by other 
speakers who noted the considerable 
interest being taken in the North 
Carolina developments by many other 
states. 





Citizens Nat'l Has Juvenile Plan 


Citizens National Life of Indianapo- 
lis, is issuing a new policy known as 
the “juvenile selective estate plan”. 
It provides for return premium feature 
during the premium paying period, 
with full immediate death benefit 


granted juvenile risks six months of 
age or over at time of death. 

The policy has 19 guaranteed cou- 
pons, the value of which in combina- 
tion with the matured policy is slight- 
ly more than the face value, at the 
end of the 20th year. 
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Charges Life Agent 
Taught All But Sales 


The life insurance business has be. 
come so overwhelmingly enthralled 
in the technicalities of estates and tax. 
ation that it is failing to sell recruits on 
the job of selling, Kenneth Anderson, 
staff editor, The Insurance Research & 
Review Service, Indianapolis, told Gen- 
eral Agents and Managers Assn. of that 
city at its opening meeting of the 1955. 
56 season. 

The life agent is becoming better and 
better educated and less and less a 
salesman, Anderson charged. “Too of- 
ten, we never even mention the sales 
aspects of the job to recruits; instead, 
we concentrate on all the knowledge he 
must acquire.” 

“We’re missing the boat,” he de- 
clared, “by letting the youth of Amer- 
ica grow up thinking selling is an in- 
ferior form of endeavor—and allowing 
the older generation to forget the role 
salesmanship has played in building 
America. We're contributing to that 
lack of understanding on the part of 
the public by making recruits think the 
job of life underwriting is anything ex- 
cept the finest occupation of all—cre- 
ative selling. Then we wonder why 
turnover continues despite all the se- 
lection tests we’ve devised.” 

Salesmanship is economically justi- 
fied because it is productive activity, 
the speaker stated. “It is socially jus- 
tified because it helps people to a 
better way of life. It is socially and 
economically wasteful for the buyer 
to try to know everything about every 
product and service available. It is the 
job of the salesman to cut down this 
waste by serving the medium which 
guides him to those products and ser- 
vices he needs.” 

Too much today, Anderson con- 
cluded, we are trying to make life in- 
surance selling a profession by proc]:'- 
mation rather than by the true serv’ > 
of creative salesmanship. 





New England Life Names Reynolds 

New England Mutual Life has ap- 
pointed Thomas H. Reynolds group su- 
pervisor of term underwriting. He 
joined the company in 1954. 


A company with a good personnel 
policy has three openings for Group 
Men. If you can show a good record 
in Group Sales this company can 
show you good promotional and 
salary possibilities. Send us your 
experience and let us arrange an in- 
terview for you. No fee. 


Of course, all correspondence 
is confidential. 


FERGASON PERSONNEL 


330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 
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Says Acquisition-Cost Disclosure to Buyer 
Is Only Curb Needed for Commission Rates 


Joseph Blumenthal, a Boston agent 
with nearly 40 years’ experience in 
the life insurance business, makes the 
following comment on commission reg- 
ulation, which was the subject of a 
recent editorial: 

The role of state legislation (or 
federal, if that should come to pass) 
with regard to safeguarding the rights 
and interests of policyowners and their 
peneficiaries cannot and must not be 
questioned. Its role, however, with 
regard to acquisition costs (including 
commission scales) is an animal of a 
different breed and odor entirely and 
should not be imposed in any country 
professing to practice a free economy. 

Can we have one without the other? 
Of course! 

Legislation, be it federal or state, can 
confine itself solely to the interests of 
policyholders and beneficiaries. To 
what extent? To the extent only of 
seeing to it that a company’s obliga- 
tions under its contracts are assured 
of fulfillment. How can that be done? 
Simple! Just see to it that each com- 
pany maintains proper reserves for 
all its present and future liabilities 
and that such reserves are invested 
wisely and safely. No company can fail 
to fulfill its obligations completely as 
long as it maintains proper reserves. 

The size and amount of acquisition 
cost has nothing—absolutely nothing 
—to do with the safety to policyowners 
and beneficiaries. In this field let each 
company operate with full and unre- 
stricted freedom including the pay- 
ment of any commission it may see 
fit. It stands to reason that if there is 
to be any money for excessive com- 
missions, or wild parties, or reckless 
spending it will have to be reflected 
in the premium charged over and 
above the amount required for re- 
serves. And if the customer is willing 
to pay such extra premium (as against 
the company which does not charge 
as much of a “load’”’) that is the cus- 
tomer’s privilege—and not anybody 
else’s business. Free competition or the 
anti-trust laws will take care of that 
problem. 

Coupled with this freedom to “load” 
the premium for acquisition costs as 
much as any company may desire 
could—and should—be this idea: In 

one way or another it should be re- 
quired that each applicant receive a 
brief outline, on a form prescribed by 
the state insurance department, of the 
policy he is buying, including a break- 
down of the premium to show the 
amount allocated for mortality, the 
amount allocated for reserves and the 
amount allocated for acquisition costs 
and overhead, with the possible sepa- 
ration of the latter item into com- 
missions and other expenses. 

This is somewhat in line with the 
Procedure’ required in the sale of 
mutual funds. Give the applicant the 
facts and leave the rest to him. May I 
now add two personal thoughts: 

1. The life insurance industry has 
done a remarkable job in providing a 
bulwark of safety against premature 
death and other financial emergencies. 
At the same time however, it has 
also built a tremendous mass of confu- 
Sion and misunderstanding. I have 
heard the same person say he didn’t 
like term insurance but did like mort- 
gage redemption insurance. Another 
liked family income but did not like 
decreasing term. Another disliked 
endowments but did like educational 
: ance. Another liked retirement 
income but not endowments. Another 


XUM 


liked an annuity but not the retire- 
ment income. Another liked modified 
1 or 7 or 11 but not preliminary term. 
How life insurance actuaries could 
have amassed such a conglomeration 
and profusion of names for two simple 
plans of coverage (every policy is 
either term or endowment or some 
combination of both) is beyond me! 
And how insurance commissioners 
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have been permitting. it is further 
beyond me—much further! 

2. High commissions have never 
been essential to financial success. 
Among the most financially successful 
life insurance men I know are: (a) 
general agents who work on a small 
override. Many agencies do not pro- 
duce over 2-3 millions a year and yet 
make money in spite of office expenses 
and regular commission to agents and 
brokers; (b) large producers who 
work on a “joint” basis; and (c) large 
producers who rebate profusely. 

YOOO™ SOK OKO Mee, , 
sesesrenceanreenreonerenreneeenens 
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of its field force. 
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Here is one of Great-West Life’s field-proven aids to 


Acquires Dallas Company 


Commerce Life of Houston has ac- 
quired assets and insurance of Secur- 
ity Standard Life of Dallas. Organized 
four years ago as a mutual company, 
Commerce Life is now a no-par stock 
company. : 


Barton Joins Carr Agency in N.Y. 
William H. Barton has been ap- 
pointed brokerage manager of the Da- 
vid A. Carr agency of Continental As- 
surance in New York City. Mr. Bar- 
ton started with Prudential in 1932 and 
entered the brokerage field in 1935. 
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organized selling—the Sales Guide to Business Life Insur- 
ance. This practical and comprehensive approach to 
Business Life Insurance planning is effectively assisting the 
sales efforts of Great-West Life’s representatives. 


The Sales Guide to Business Life Insurance and its related 
material is part of the extensive range of specialized sales 
tools provided by the Company for the profit and support 
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Gosh, | thought EVERY 
insurance firm used 


manpower,inc.:’! 





‘When our staff gets overloaded or runs into an emergency, we call in 
Manpower, Inc., to get us out of the jam.” 

Insurance companies, general agents and brokers had a dramatic 
example recently of the way Manpower, Inc., works. Immediately after 
the hurricane and flood disasters, insurance companies were swamped 
with claims . . . far too many for their own staffs to handle. 

So, from coast to coast, we supplied Manpower, Inc., employees on a 
temporary basis to handle the crisis and get the work done well . . . and 
on time! 


HERE ARE JUST A FEW OF THE WAYS 


MANPOWER, INC., CAN HELP YOU: 

@ Policy Typing (hourly or on piece-work basis) 

@ Systems Installation and Changeover 

@ Calculating ©@ Filing @ ANY Kind of Office Work 

© Complete Mailing Service (Direct Mail, Premium Notices, etc.) 

@ Or You Name It 

OUR OWN BONDED, INSURED EMPLOYEES do your work in your office 
or ours. Use them for any length of time. Four hours, a day, week, month or longer. 
We pay them, keep ALL records. ..saving you the time and expenses of adver- 
tising, interviewing, record-keeping, payroll writing, taxes, insurance, Social 
Security, unemployment comp., etc. All you pay are surprisingly low hourly rates. 


CALL THE MANPOWER, INC. OFFICE NEAR YOU 


Alientown HEmlock 5-8021 Milwaukee... BRoadway 2-0913 St. Louis GArfield 1-5766 
Atlanta. . Main 1538 Minneapolis Lincoln 0527 = St. Paul......  CApitol 4-0710 
Baltimore Mulberry 5-0698 Newark MArket 4-4235 = Salt Lake City. -4-6561 
Boston... Liberty 2-7748 New Haven. UNiversity 5-055] San Diego BElmont 4-7347 
Buffaio. . Madison 7538 New York. CHickering 4-6947 San Francisco.. SUtter 1-4352 
Chicago....._ ANdover 3-3949 Niagara Falls 49819 San Jose CYpress 7-0500 
Cincinnati MAin 1-7250 Oakland GLencourt 2-1046 Seattle. Main 1870 
Cleveland TOwer 1-5471 Oklahoma City REgent 6-8188 Spokane Temple 2132 
Columbus, 0.... .CApital 4-4297 Omaha Webster 4403 Syracuse 3-6181 
Denver KEystone 4-7285 Paterson LAmbert 3-5012 Tacoma Broadway 4000 
Des Moines 8-6745 Philadelphia... Kingsley 6-4989 Tampa 2-3880 
Detroit WOodward 5-0665 Phoenix ALpine 2-2361 Toledo Fulton 4649 
Houston FAirfax 3-9157 —- Pittsburgh ATlantic 1-6164 Havana, Cuba 

Indianapolis... MElrose 8-3835 Portland, Ore. _ CApital 6-2719 Johannesburg, S. Africa 

Los Angeles Tucker 3202 Providence DExter 1-4186 London, England 

Miami ....3-7468 Rochester, N.Y......Baker 5340 Paris, France 


If your city is not listed, write Mr. Nelson 


manpower, inc. :* 


330 W. Kilbourn, Milwaukee 3, Wisconsin 
WORLD’S LARGEST COMPLETE BUSINESS SERVICE 





Zone 4 Has Full 
Agenda, but No 
Action Taken 


Exactly 100 registered for the day 
and a half-long meeting of zone 4 
commissioners this week at Chicago. 
The only official action taken was 
election of A. J. Jensen of North 
Dakota, the incumbent, as chairman to 
serve until June. The plan is to get 
the zone election in step with that of 
the parent NAIC. 

Six of the eight commissioners in 
the zone attended, they being Mr. Jen- 
sen, McCarthy of Illinois, Wells of 
Indiana (accompanied by his successor, 
William J. Davey), Navarre of Mich- 
igan, Sheehan of Minnesota, and Burt 
of South Dakota. Samuel E. Orebaugh 
represented the Iowa department, and 
there were two on hand from the Wis- 
consin staff. 

The deputies, chief examiners, 
actuaries and raters, held separate 
meetings Monday morning in which 
the industry participated, and in the 
afternoon the department men formu- 
lated reports for the commissioners. 
The agenda contained nothing of ex- 
citement, and when the commissioners 
got around to taking action most of 
the items were removed. 


Social highlights included a luncheon 
Monday for the commissioners and 
their staff members and a cocktail 
party that evening for the entire regis- 
tration list. The open general session 
Tuesday morning lasted only an hour, 
followed by another hour of executive 
session. Mr. Jensen introduced Direc- 
tor McCarthy of Illinois as “a man I 
just met since coming to Chicago,” and 
Mr. McCarthy gave a brief official 
greeting to the group. He mentioned 
in particular the work done by Ralph 
Jones of Continental companies in 
making arrangements. In his response, 
Mr. Jensen said he would be glad to 
have Mr. McCarthy “come and mingle 
with us” in future zone and NAIC 
meetings. 

L. H. Sanford of Michigan was in 
charge of the meeting of deputies, 
actuaries and chief examiners, ' for 
which there were two items on the 
agenda—variable annuities (which 
were set aside pending the NAIC re- 
port), and the filing of National Life 
of Vermont on charges for collecting 
fractional premiums on life policies. 
No action was taken on this proposal 
of National Life that it charge a flat 
fee (such as 40 cents) for collection of 
a monthly, quarterly or semi-annual 
life premium rather than a percentage 
based upon the amount of premium in- 
volved. 








On hand in Chicago for the ALC 
meeting for Kansas City Life were C. 
W. Arnold, vice-president and super- 
intendent of agencies, and W. E. Bixby, 
president. 
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why be satisfied 
with less than 


@ TOP COMMISSION 
CONTRACT 


an aggressive agency- 
minded company 


6) modern policy contracts 


@ COMPETITIVE 
PREMIUM 
RATES 


proved, effective 
sales material 


Supervising General Agents 
contracts available in Michigan, 
Minnesota, Indiana, Pennsylvania, 
Arkansas, District of Columbia, Ten- 
nessee, Virginia, Georgia, Louisiana. 


Territories are available for Gen- 
eral Agents contracts in other states. 


For full information, 
write R. C. Day, Vice Pres. 


INDEPENDENCE 
ee 


AND ACCIDENT 
INSURANCE COMPANY 
e 
LOUISVILLE 2, KENTUCKY 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern California & Ari Branch Office 


9935 Santa Monica Bivd., Beverly Hills, Calif. 
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Colonial’s Record 
Extolled at Annual 
Sales Conference 


Colonial Life’s increase in insurance 
in force for the first eight months of 
1955 was 26% greater than for the cor- 
responding period of 1954 and set a 
new record for the company, Presi- 
dent Richard B. Evans announced at 
Colonial’s annual sales meeting at 
Washington. During the same time Co- 
lonial combination agencies paid for 
16% more ordinary and the company’s 
total paid-for set a new record. In- 
dustrial paid-for went up 13%. Care- 
ful examination indicates it has been 
more carefully selected and better 
sold, Mr. Evans said. 

Reporting on the accomplishments 
of the conservation department set up 
a year ago under the direction of 
Frank De Young, Mr. Evans said the 
net increase in insurance in force for 
the first eight months for ordinary 
written by combination agencies was 
35% greater than for the same months 
of 1954. Total insurance in force Aug. 
31 was $382,034,765. 

The life insurance business, said Mr. 
Evans, is one of movement—forward 
or backward but never standing still. 

“Byerybody here has the ability, 
the aptitude and the determination to 
keep moving ahead,” he declared. “If 
we are to accomplish our goals, the 
field force must lead the way.” 

All indications are that the next 
decade will be one of the most colorful 
in the nation’s economic life, said Mr. 
Evans. Life insurance must maintain 
its significance in the years ahead, 
and that depends on “a great team 
composed of the field forces and the 
companies, who, together, will be re- 
sponsible for the place of life insur- 
ance in the economic limelight. 

“There is no question in my mind,” 
he said, “that you will accept this 
challenge.” 

o o J 

Just as product research in indus- 
try reveals sales appeals not previous- 
ly apparent, “it is our duty to point 
out the importance of benefits, in the 
selling process, which may ordinarily 
seem insignificant to our policyholder,” 
said James G. Bruce, vice-president 
and secretary. 

“Too few people are aware of the 
warm glow of security which life in- 
surance protection provides. They do 
not understand the added rewarding 
benefits it can bring to the home cir- 
cle. We have the privilege and thrill 
of being able to drive out the shad- 
ows in moments of darkness. 

“We must always recognize that peo- 
ple think of life insurance as too tech- 
nical to be easily understood. They 
want us to present it in a simple and 
a human way through the use of at- 
tention-getting, but easily understood, 
visual sales methods. The combination 
of sight and sound are two of our 
most valuable assets. The use of sim- 
ple power phrases and motivating hu- 
man interest stories should be an im- 
portant part of our sales presentation.” 

Mr. Bruce also urged agents to de- 


‘velop themselves by learning about 


such fields as business insurance and 
taxation. 

“If the $64,000 question of TV fame 
has done nothing else, it has driven 
home to the millions of listeners of 
this popular program that what a huge 
bite the government takes out of earn- 
ings. In these prosperous times, there 





President Richard B. Evans address- 
ing the annual combination agencies 
convention of Colonial Life held at 
Washington, D. C. 








are many successful people who need 
and want more life insurance. Too few 
agents, unfortunately, recognize the 
help they can give this market if they 
would but only speak up to this large 


and growing segment of our popula- 
tion.” 

Other speakers were Lewis W. S. 
Chapman, LIAMA director of com- 
pany relations, who advised agents to 
sell more effectively instead of put- 
ting themselves under ever-greater 
pressure; David Stock, New York City 
lawyer, who spoke on taxation and 
business insurance opportunities; and 
Lawrence Hunter and Albert DeCicco, 
agents of Colonial at Vineland, N.J., 
who talked on selling business insur- 
ance to small firms. 

Robert L. Baer, assistant agency 
vice-president, introduced new sales 
promotional material, including sales 
presentations, proposals, preapproach 
material and brochures. 





Cosmopolitan Names Horton 

Cosmopolitan Life of Memphis has 
appointed Robert H. Horton to the 
newly created post of executive vice- 
president. Mr. Horton joined Metropol- 
itan Life in 1932 and has been man- 
ager at Memphis. 





Karl Bach, Penn Mutual Life, San 
Francisco, sold $1,009,135 on 40 lives 
in September, exceeding the $1 million 
mark for the second time this year. 


College Installs Clark 
as New Vice-Chairman 


Paul F. Clark, president of John 
Hancock and one of the original incor- 
porators of-American College, was in- 
Stalled as vice-chairman of the col- 
lege’s board at an officers’ dinner. 

Chairman Julian S. Myrick, who of- 
ficiated at the dinner, lauded Mr. 
Clark for his service to the college and 
CLU program. Mr. Clark has been on 
the board since 1927. 

Dr. S. S. Huebner, president emeri- 
tus, praised Mr. Clark for his contri- 
butions through the years. Among the 
guests was Ernest J. Clark, state agent 
emeritus of John Hancock in Baltimore 
and another incorporator of the col- 
lege. He is Mr. Clark’s uncle and orig- 
inally suggested that he enter life in- 
surance. 





Best 9 Months for Equiowa 

With new paid sales of $105,661,358, 
Equitable of Iowa had the largest first 
nine months in its history. This is a 
gain of 11.2% over the same 1954 peri- 
od. The Smart agency, Detroit, led all 
agencies for the period. 


























THE FLEXIBLE FIVE-STAR 


LNL agents like to prescribe the flexible 
Five-Star Annuity for doctors, lawyers 


Optional 


men. 


THE 


and others who must provide their own 


old-age income. 


maturity dates enable the 


policyholder to start his income early or 
late—anytime between ages 50 and 70. 
This flexibility brings definite tax advan- 
tages. And life insurance protection is pro- 
vided by this low net-cost participating 
policy, in addition to the annuity benefits. 


Lincoln National’s flexible Five-Star 
Annuity is another reason for our proud 


claim that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
Its Name Indicates its Character 


Fort Wayne 1, Indiana 
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Says Mortality Decline 
at Young Ages Not Sole 
Reason for Longevity 


“The common assumption that the 
decline in mortality rates of recent de- 
cades in the earlier years of life is the 
sole reason for the increase in the 
number of our people who are 65 and 
older, is not correct,” Dr. Norvin C: 
Kiefer, chief medical director of Equit- 
able Society, told the annual conference 
of New Jersey Health & Sanitary Assn. 
at Princeton. 

Another assumption termed incor- 
rect by Dr. Kiefer was that life ex- 
pectancy beyond age 65 has changed 
little or not at all for the last 50 years. 
“The facts are that not only do we have 
a lot more people living to age 65, but 
of those who attain that age many more 
than previously are living on into 
their 70s, 80s and 90s.” 


If the 1940 mortality rates were 
applied to the 1950 population, he said, 
there would have been 415,000 more 
deaths than actually occurred in 1950. 
Of those 415,000 ‘saved’ lives in the 
1950 population, 28% of the male and 


PENSION POSSIBILITIES 


With high cash values even the very first year, many Provident 
life producers are using Provident’s special Pension Trust Whole 
Life Policy to build an excellent volume of quality life business. 
The high cash values, plus maximum flexibility in employer pay- 
ments, overcome most employers’ primary objections to adopting 
a pension plan. These two advantages, plus group underwriting, 
a minimum interest guarantee of 234% on the auxiliary fund, 
and favorable conversion privileges provide the competitive tools 
which have made Provident life men who specialize in the growing 
pension and profit-sharing field among the most successful pro- 
ducers in their communities. This is another of the many valuable 


37% of the female lives in that one 
year were in people age 65 or older. 

Therefore, 136,000 of the ‘saved’ 
lives were in these older age groups, 
meaning a lot cf additional older people 
require increasing amounts of health 
services, he said. “It is another huge 
challenge to us—and to our ability to 
train enough people to meet it—now, 
and especially as the problem grows 
larger in the near future.” 





Insurance Men of 6 States 
to Attend Houston Parley 


Managers from Texas, New Mexico, 
Arizona, Oklahoma, Arkansas and 
Louisiana will gather at the Shamrock 
hotel, Houston, Nov. 11-12 for the 
annual southwest conference sponsored 
by Texas General Agents & Managers 
Conference. 

Speakers will be Judd C. Benson, 
head of the Union Central Life home 
office agency and chairman of GAMC; 
Charles E. Cleeton, Los Angeles gen- 
eral agent Occidental Life of Califor- 
nia; Walter G. Gastil, Connecticut 
General Life manager at Los Angeles; 
Alden C. Palmer, chairman of Insur- 
ance R. & R., and Raleigh R. Stotz, 
general agent at Grand Rapids for 
Mutual Benefit Life: 


Taking part in a managers panel 
will be Harper Bass, Massachusetts 
Mutual Life, San Antonio; R. Barney 
Shields, Great National Life, Dallas; 
Richard N. Chapin, Tennessee Life, 
Houston, and Ora W. Walk, South- 
western Life, Fort Worth. Francis G. 
Bray, New England Mutual, Houston, 
will be moderator. 

Members of an agents panel, all 
Texans, will be John Sierra of Great 
Southern Life, Dallas; John Wright 
of Southland Life, Tyler; J. Bryan 
Stratton of Lincoln National, Houston, 
and Bev Ficke, Mutual of New York, 
Dallas. Moderator will be Bert Jaqua, 
executive director of Southern Metho- 
dist institute. 

Programming, business insurance, 
salary savings and mass coverages 
will be discussed by both panels. 


Republic National Names 2 


Republic National Life has named 
Ernest L. Adkins manager at Tyler, 
Tex., and J. Edward Walker manager 
at Aurora, III. 

Mr. Adkins joined the company at 
Mineola in 1947: 

Mr. Walker has had managerial ex- 
perience and was formerly with Great- 
West Life at Decatur. He is president 
of Decatur (Ill.) Assn. of Life Under- 
writers. 





LIFE WITH 


PROVIDENT 


sales aids available to Provident life producers. 


PROVIDENT LIFE & A 
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aT LIFE ACCIDENT SICKNESS HOSPITAL SURGICAL MEDICAL 


CCIDENT INSURANCE COMPANY 
Chattanooga -Since 1857 
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Urges More In tensive 
Training for Smaller 
Number of New Agents 


Joseph L. Milliken, Northwest- 
ern Life of Seattle, Glendora, Ca), 
says managers and general agents 
should spend more time, effort and 
money on a smaller number of re. 
cruits rather than spend the same 
amount of time, effort and money 
on a larger number. 

Writing in Manager’s Magazine 
published by LIAMA, Mr. Milliken 
disagrees with opinions expressed in 
an earlier issue about joint work with 
new agents. 

“Too many agency managers fail to 
give new agents proper training,” Mr. 
Milliken said. “The test of the trainer 
is not how many outstanding agents 
he has, or even how many men he has 
terminated; rather, he should be 
judged by the effectiveness of appli- 
cation of what has been taught to all 
of his men.” 

Mr. Milliken says that “unfortun- 
ately, the prevailing attitude of field 
management toward the new agent is: 
‘Here, recruit, is your ratebook. Read 
it from front to back, the writing on 
the pages from left to right; and al- 
ways be sure to hold the book so that 
the heavy dark letters are at the top 
of the page. This paper here is the 
application. Get your victim to give 
you enough information to fill in all 
the blanks. Have him sign here. You 
sign there. Who are prospects? That’s 
easy. List your friends and relatives, 
the people in the clubs, church and 
other organizations you belong. to. 
They’re all prospects and when you 
tell ’em that you’re selling life insur- 
ance, they’ll fall all over themselves 
to get you to sign ’em up. Now you 
know everything there is to know. 
Get out on the street and show us 
how to write a million your first 
year.’ ” 

“So the poor chump goes out,” Mr. 
Milliken says, “annoys his friends, 
plagues his relatives, gets close to be- 
ing kicked out of his organizations, 
sells nothing, begins to go broke, gets 
worried, increases the pace and the 
pressure he is so _ inexpertly at- 
tempting to apply, still sells nothing, 
finally gives up and takes a job park- 
ing cars where everyone is his natural 
enemy and he can bang fenders to his 
heart’s content when the insolent cus- 
tomer is too big to be handled other- 
wise. Boy, has he been a help to life 
insurance!! But the general agent has 
made his point: you have to run a 
number of applicants through before 
you can expect to have a man who 
can really sell.” 

In his letter, Mr. Milliken asks man- 
agers to answer this question in all 
honesty: “How much have you done to 
see that the new man gets off to a 
good enough start to enable him to 
support himself consistently?” He 


points out that the object of training is © 


not to impress the new man with the 
ability of the trainer to make a sale, 
but that the trainer “must give that 
degree of encouragement which will 
keep the recruits believing themselves 
capable; that degree of hazing and 
harping which will keep them work- 
ing; that degree of constructive criti- 
cism which will keep them aware of 
the effectiveness of every word and 
action spoken and performed in the 
presence of a prospect.” 


Detroit A&H Agents Hear Coursey 

Speaker at a recent meeting of 
Detroit Assn. of A&H Underwriters 
was William G. Coursey, managing 
director of the International associa- 
tion. 
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Raising the SBLI Limit in New York 


The president of the country’s larg- 
est savings bank is trying to get his 
fellow-members in the New York State 
Savings Banks Assn. to push for a 
removal of the present $5,000 per life 
ceiling imposed by the New York law. 

Addressing the recent annual meet- 
ing of the state association, President 
Earl B. Schwulst of the Bcwery Sav- 
ings Bank of New York City spoke out 
vigorously for complete removal of 
the limit. It’s too early to tell whether 
his idea will gain enough support from 
other savings bankers to make it an 
association project. But the life insur- 
ance business in New York state can- 
not overlook the threat. It is none too 
early to make sure that agency life 
insurance has its fences in the best 
possible repair. 

On the surface, the removal of the 
SBLI ceiling has popular appeal. It’s 
all too easy to make those who want 
the ceiling kept on look like selfish 
old meanies indifferent to the public’s 
pocketbook and interested only in pro- 
tecting agency life insurance from the 
cost competition of the over-the- 
counter variety sold in savings banks. 

For example, Mr. Schwulst has used 
the analogy of cash-and-carry super- 
market vs the grocery store that de- 
livers to the home and charges accord- 
ingly for its merchandise. There is no 
reason, he pointed out, why the house- 
wife who wants to save by carrying 
her groceries home should have to pay 
prices charged by stores that make 
home deliveries. From this he reasons 
that the sale of over-the-counter life 
insurance should not be restricted for 
fear of what it might do to the pros- 
perity of agency life insurance. 

No one disagrees with food prices 
that reflect economies like cash-and- 
carry. But it is a misleading oversimpli- 
fication and a false analogy to use them 
as an argument for unlimited over-the- 
counter life insurance. It is too much 
like arguing against laws that bar 
druggists from dispensing certain 
medicines except on a physician’s pre- 
scription on the ground that such laws 
unjustifiably “protect” the doctors, 
since the druggists can (and actually 
do) sell many drugs for less when they 
are bought without a prescription. 

True, the lack of expert professional 
life insurance advice in the buying of 
life insurance is not likely to result in 
unexpected death, as the unrestricted 
right to buy drugs might. But the lack 
of such advice can easily wipe out the 
savings due to lower net costs, even for 
modest amounts of life insurance, for 
those in the lower income groups ob- 
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viously need to make their insurance 
coverage stretch as far as it possibly 
can. 

The practical prcblem posed by 
unlimited savings bank life insurance 
is that it increases the temptation for 
the man who has been “sold” by an 
agent to do his buying at the savings 
bank life insurance counter. Let’s say 
we have a prospect who has been 
motivated by an agent into wanting to 
buy $20,000 or so of life insurance. The 
man knows about SBLI but since he 
can get only $5,000 of it he may feel 
he dcesn’t want to chisel the agent out 
of the commission on $5,000 of the 
coverage by running to the savings 
bank for that much of the program. 
But if he can buy all he needs from 
the bank, the temptation to ease the 
agent completely out of the picture is 
going to be a lot stronger. 

Looking at the SBLI ceiling as a 
matter of public interest: Is it wise to 
encourage the public to think of life 
insurance as a commodity—to think of 
the services of the skilled agent as just 
a frill that adds to the cost? The more 
the public hears about “low-cost” 
savings bank life insurance the more 
widespread is the temptation to by- 
pass the agent and the more difficult it 
is for agents to stay in business. The 
fewer agents there are, the less ade- 
quate the job the insurance business 
can do in selling the grossly under- 
insured public somewhere near the 
coverage it ought to have. 

Is savings bank life insurance really 
cheap? Yes—for that fraction of the 
public shrewd enough to know a bar- 
gain and strong-willed enough to act 
on its own initiative. Yes—for the 
savings banks as a nice sideline that 
helps promote their savings account 
business. 

But how about the public generally? 
Is SBLI such a fine thing for the man 
who doesn’t get called on because 
SBLI has made it harder for agents 
to stay in the business? For the man 
who is called on by an agent but who 
stalls him because he wants to buy 
that cheap savings bank life insurance 
—and then never gets around to buy- 
ing from either the savings bank or 
an agency company? 

Of course, the entire question of 
lifting the ceiling on savings bank in- 
surance overlooks the basic wrong- 
headedness of letting savings banks 
sell life insurance at all. Life insurance 
should be sold by life insurance com- 
panies—not by savings banks, com- 
mercial banks, savings and loan associ- 
ations, supermarkets or delicatessens. 
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In fact there is more sense in permit- 
ting delicatessens to sell insurance 
than letting savings banks sell it, be- 
cause they are so numerous, so handy, 
and are open for much longer hours 
than savings banks and on Saturdays 
and Sundays besides. After all, you 
never can tell when a fellow will have 
the urge for a little life insurance on 
rye and he might be out of the notion 
before he found a savings bank. 


PERSONALS 


William T. Earls, is the author of the 
lead article in the first issue of the 
American Salesman. His piece is en- 
titled “Ten Ways to Land the Order 

..Now!” Ralph G. Engelsman, sales 
consultant and former New York City 
general agent for Penn Mutual, and 
Elmer G. Leterman, New York City 
group insurance specialist, are on the 
new magazine’s board of advisers. The 
first issue contains a chapter from 
Keys to Modern Selling, by Mr. and 
Mrs. Engelsman. 

H, R. Buckman, general agent for 
Old Line Life at Milwaukee, has been 
elected a trustee at Milwaukee univer- 
sity school, a private educational insti- 
tution. 

Otto L. Nelson, vice-president of 
New York Life, has been named to the 
newly formed housing committee of 
Commerce & Industry Assn. of New 
York. The group will study the prob- 
lem of the shortage of middle income 
housing facilities in New York City. 
Mr. Nelson is also a member of the 
Mayor’s Committee for Better Housing. 

Clarence B. Metzger, 2nd vice-pres- 
ident in charge of training of Equitable 
Society, has been named life insurance 
chairman of the business and profes- 
sional division of the New York City 
United Hospital Fund’s 1955 campaign. 

A. C. Larson, veteran agent at Mad- 
ison, Wis., observed his 80th birthday 
recently. He joined Central Life of 
Iowa in 1901 and transferred to 
Madison in 1904. He was state manager 
for many years until he relinquished 
management duties to resume personal 
production. Mr. Larson was the first 
president of the Madison Assn. of Life 
Underwriters and is a past secretary of 
National Association. 

Charles W. V. Mears, vice-president 
in charge of personnel of New York 
Life, spoke at a session of American 
Management Assn.’s week-long man- 
agement course in New York City. 


DEATHS 


GEORGE J. CLEARY, 58, chairman 
of the executive committee of United 
Benefit Life and its president until 
his retirement in 1954, died of a heart 
attack while riding in a taxi at Chi- 

















ADVERTISING OFFICE: 

175 W. Jackson Blvd.. Chicago 4, Ill. 
Tclephone Wabash 2-27041 

Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 2140. 


cago. He was attending the ALC 
annual meeting although he had been 
in poor health for some time. He was 
chairman of the A&H committee of 
International Assn. of Insurance Coun. 
sel in 1936 and chairman of the taxa. 
tion committee of H&A Underwriters 
Conference in 1945. 


CHARLES E. VINSON JR., 79, with 
New York Life at Louisville for 93 
years before his retirement in 1940, 
died at a Louisville hospital. He serveg 
as an agent and assistant manager at 
Louisville, and as manager at Dayton, 
O., from 1938 to 1940. 


HAROLD D. TIMMONS, 58, West 
Lafayette, Ind., agent for Equitable 
Society for 29 years, died at Mayo 
clinic, Rochester, Minn., where he went 
for surgery. He was a member of the 
company’s group millionaire club. 


JOHN W. CAMPBELL, 36, staff 
manager of Prudential at Albuquerque, 
died unexpectedly at his home after a 
heart attack. 


GEORGE A. BOTTOM, 50, assistant 
manager of group life and casualty 
sales of Equitable Society, died unex- 
pectedly at his home in Montclair, N.J. 
He had been with the company since 
1927. 


SPAULDING E. MICHOT SR., 86, 
Kentucky manager of Ben Hur Life for 
47 years, died at his home in Louisville, 


HARRY M. GROSSMAN, 64, an 
agent for Metropolitan Life at Louis- 
ville for 22 years, died at his home 
there. 


Paul Parker, Old Line 
Agency Director, Retires 


Paul A. Parker, agency director of 
Old Line Life since 1929, has relin- 
quished his duties, 
having reached the 
retirement age, 
and will move to 
Lakeland, Fla, 
where he will 
operate a general 
agency for the 
company. 

Mr. Parker’s du- 
ties have been as- 
signed to Forrest 
D. Guynn, who 
wentwithOld 
Line Life as di- 
rector of agencies after previous ex- 
perience with Midland National. At 
that time Old Line advanced F. S. 
Talbot from director of field service 
to superintendent of agencies. 

A 38-year insurance veteran, Mr. 
Parker had agency sales and organiza- 
tion as well as home office manage- 
ment experience before joining Old 
Line Life. During his service as agency 
director, the Old Line agency depart- 
ment, sales force and_ production 
showed continuous growth. 











Paul A. Parker 





Milwaukee managers heard a talk on 
sales management by Horace R. Smith, 
agency superintendent of Connecticut 
Mutual Life. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


421, 
Eng- 


BOSTON 11, MASS.—207 Essex St., Rm, 
Tel. Liberty 2-1402. Roy H. Lang. New 
land Manager. 


Tel. 
O. E. Schwartz, Chicago Mgr. 
Resident Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., 
Wabash 2-2704. 
Rg. J. 


leghaus, 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. Yoods, Sales 
Director; George C. Roeding, Assocfate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insurance 


Bldg.. Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—512 Lafayette Bidg., 
Tel. Woodward 1-2344. A. J. Edwards, Resi- 


dent Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103. Tel. Beekman 3-2958. Ralph E. Richman. 
Vice-Pres., J. T. Curtin Resident Manager. 


NEBR.—610 Keeline Bldg., Tel. 


OMAHA 2, ‘ 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg., 544 
Market St.. Tel. Exbrook 2-3054. A. J. 
Wheeler, Pacific Coast Manager. 
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Clarence L. Peterson (left), the new chairman of the Legal 
American Life Convention, with his predecessor, Willis H. Satterthwaite, 
vice-president and counsel of Penn Mutual Life. Mr. Peterson, who has been 
vice-president and general counsel of Ohio State Life, this week joins Union 
Central Life as vice-president. 

Secretary of the ALC Legal Section, succeeding Mr. Peterson, is James 
P. Swift, vice-president and general counsel of Southwestern Life. 


Section of 








H&A Conference to Hold 
Unusual Risk Clinic 


Unusual real life underwriting situa- 
tions have been submitted anony- 
mously by companies for the case 
clinic of the annual underwriting 
forum of H&A Underwriters Confer- 
ence at the Kentucky hotel, Louis- 
ville, Oct. 24-25. 

One of the 33 cases which under- 
writing authorities and company med- 
ical.directors will be asked to discuss 
is that of a 33-year old man who has 
worked six years as a crossing watch- 
man for a railroad. He was formerly 
a union official and was convicted of 
embezzlement in 1947. Sentence was 
2-14 years. It was suspended and he 
was put on four years’ probation. 
There has been no violation of proba- 
tion. He is in good health, habits are 
good and there are favorable home 
surroundings—a wife and three child- 
ren. The man has applied for $100 a 
month loss of income, $1,000 principal 
sum and $4 a day hospitalization. His 
income is $254 a month. 

Another case concerns the applica- 
tion of a $20,000-a-year sales executive 
who has been a member of Alcoholics 
Anonymous. His friends say he has 
been a nondrinker the last five years 
but he was turned down for a 10-year 
term life insurance plan a few years 
ago. 

; The audience will be invited to join 
in debate with the following panel 
members: W. A. Sims, Business Men’s 
Assurance; Charles M. Barry, Ohio 
State Life; J. Noyes Crary, Connecti- 
cut General Life; Harry L. Graham, 
Bankers Life of Iowa; Malcolm G. 
Pittman, Gulf Life; Albert Robins, 
Loyal Protective Life; Joseph M. Ryan, 
Metropolitan Life; Dr. W. H. Scoins, 
Lincoln National Life; Dr. Harold R. 
Leffingwell, Paul Revere Life; Dr. 
Charles B. Ahlefeld, Business Men’s 
Assurance; Dr. John E. Boland, North 
American Accident, and Dr. E. B. 


Williams, Wisconsin National Life. 

Each person attending the two-day 
meeting will receive a booklet that 
gives the facts on each of the cases. 

The Conference underwriting com- 
mittee and the Conference hospital & 
medical insurance committee will 
sponsor other sessions on substandard 
underwriting, deductible hospital in- 
surance and individual major medical 
insurance policies. 


Meredith Urges Halt 
to Expansion of Loan 
Activities of FHA, VA 


Further expansion of lending activi- 
ties of federal housing administration 
and veterans administration should be 
halted, L. Douglas Meredith, executive 
vice-president of National Life of Ver- 
mont, told Savings Bank Assn. of New 
York State at the annual meeting in 
Washington. 

Mr. Meredith said FHA and VA 
loans have encouraged credit expan- 
sion at times when restraints might 
have been desirable because the agen- 
cies’ interest rates were maintained at 
artificially low levels instead of rec- 
ognizing the free play of rates. This 
has discouraged private lenders and 
encouraged direct lending activities 
by VA and federal national mortgage 
association with government funds at 
possible ultimate expense to the tax- 
payer. He called for termination of the 
direct lending activities and recom- 
mended that FHA and VA lending be 
done on a sound basis. 

Private mortgage institutions should 
try to expand conventional lending, 
Mr. Meredith said. “Government must 
be shown that the nation’s great lend- 
ing institutions such as savings banks, 
life insurance companies, and other 
lenders can provide home financing 
to credit-worthy borrowers of the fu- 
ture and that government will avail 
nothing by intruding further and fur- 
ther into the business.” 














“This old hoop skirt frame of grandma’s comes in mighty handy on 


calls like this!” 


Bankerslifemen Know How 
To Approach A Prospect 


A Bankers/ifeman is a pretty self-assured person when it comes to 
approaching a prospect. He knows how to “skirt” the obstacles between 


himself and that important first interview .. . 


and once he gets the inter- 


view, he knows how to develop the needs of the prospect ... and present 


plans to meet those needs. 


This confidence and resourcefulness is the result of early training in 


the agency office . .. plus the series of fine Home Office Schools . . . plus 
the outstanding programming tools available to every Bankers/ifeman. 


Knowing his business well, and possessing a real desire to serve to the 


best of his ability makes the typical Bankers/ifeman the kind of life 
underwriter you like to know as a friend, fellow worker or competitor. 
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... and in 1956 qualified Pacific National producers 
will convention in Hawaii. 

If you are interested in any one of these appointments sit 
down right now and write ro Kenneth W. Cring. 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


411 East South Temple © Salt Lake City, Utah 
RAY H. PETERSON, President - KENNETH W. CRING, V.P. & Supt Agencies a 
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A&H life insurance in force exceeds 
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ranchise $ y J J 
Hospitalization 
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PLUS: One of the most advanced agents 
Reinsurance S , 
training programs in the nation .. . 
iiaeasiaemaiiaaiiiiiceiiiadel Supervised offices . . . Trained Group 





men to assist agents . . . An alert 
Underwriting and home office staff... 


Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo P. Beasley, President Home Office, Dallas 
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Hold Failure to Return 
App for Reinstatement 
Stops Fraud Allegation 


Ohio supreme court has decided two 
lower courts were correct in holding 
that failure of Acacia Mutual Life to 
furnish insured a copy of an applica- 
tion for reinstatement of a $5,000 pol- 
icy prevented the company from al- 
leging fraudulent misrepresentation in 
the application: 2CCH (life,A&H) 466. 

The higher court, in awarding the 
$5,000 judgment to the widow of in- 
sured, cited provisions of the state 
code which require companies to re- 
turn to each policyholder ‘a full and 
complete copy of each application or 
other document held by it which is 
intended in any manner to affect the 
force or validity of such policy.” As 
long as a company neglects to do so, it 
is prevented from denying the truth 
of “any such application or other docu- 
ment.” 

Although the company contended the 
law applies only to the original appli- 
cation, and not one for reinstatement, 
the court said the sweeping language 
of the statute meant not only “each” 
application but also any “other docu- 
ment” affecting the force of the pol- 
icy. The court would not read the 
word “each” to mean only some appli- 
cations or original applications. 

The court, citing another law, said 
the statute is applicable not only to 
original policy applications but also to 
applications for restoration or revival 
of policies. The company argued that 
the statutory provisions applied only 
to the original application for the pol- 
icy and not to the application for re- 
instatement. 

The court would not support Aca- 
cia’s claim that it complied with the 
statute by supplying insured’s widow 
with a copy of the application when a 
request was made after the death of 
insured, because he himself had made 
no such demand. The court said the 
law simply requires the company to 
“return with, and as a part of each 
policy issued by it, to any person 
taking such policy a full and complete 
document of each application.” 

e e e 

The policy was issued May 12, 1949, 
and lapsed a year later for nonpay- 
ment of the premium due May 12. 
Three months later, insured filed an 
application for reinstatement and, on 
Aug. 14, the company reinstated the 
policy. All premiums were paid until 
insured died April 23, 1952. The court 
noted that the company had not fur- 
nished insured with a copy of the ap- 
plication during the 20 months’ time 
between reinstatement and insured’s 
death. 

Supreme court also upheld the lower 
courts in ruling for Acacia in the issue 
of incontestability. The company had 
instituted the suit to cancel the pol- 
icy, claiming answers to certain ques- 
tions in the application for reinstate- 
ment were fraudulently false and that 
the policy would not have been issued 
if the company had known of the fals- 
ity of answers relating to health and 
medical treatment of insured. 

The widow contended the company’s 
action was barred by a policy-provi- 
sion making it incontestable after two 


.years from date of issue except for 


nonpayment of a premium. 





United Benefit Raises Moeschler 
William J. Moeschler has_ been 


‘’ named assistant chief underwriter of 


United Benefit Life. He has been with 
&Jaited since 1940, most recently as life 
underwriting supervisor, with respon- 
sibility for training new personnel. 


Life Medical Reseach % 
Fund Gifts tor Heart 
Study Total $7,209,103 


Life Insurance Medical Research 
Fund has given $7,209,103 for study of 
heart and circulatory diseases, the 
largest contribution made by any busi- 
ness sponsored agency for this pur- 
pose, M. Albert Linton, chairman of 
Provident Mutual Life and of the fund, 
told the fund’s 10th anniversary 
luncheon in Chicago. 

This includes 1955 research awards 
totaling $929,400, highest for any year, 
There was $816,200 given for 66 grants 
to institutions for heart disease re. 
search and $113,200 for 27 fellowships 
to young men and women training as 
research workers on heart problems, 
The fund has supported 247 research 
programs and 302 fellowships. Grants 
and fellowships have aided research 
in 110 medical colleges, hospitals and 
other institutions in the U. S. and 
Canada. 

Other speakers were Dr. Alan Gregg, 
vice-president of Rockefeller Founda- 
tion, and Dr. Francis R. Dieuaide, sci- 
entific director of the fund. Dr. Dieu- 
aide said a survey of current activi- 
ties of 100 fellows whose awards were 
given five years ago revealed about 
60% are seriously engaged in research 
and many of the remaining 40% have 
become heart specialists. This indi- 
cated the fellowship program is very 
successful, he said. 

Dr. C. Sidney Burwell, professor of 
research medicine at Harvard Medi- 
cal school, has been named 1955-56 
chairman of the fund’s scientific ad- 
visory council. Dr. Louis S. Goodman, 
professor of pharmacology at Univer- 
sity of Utah, Dr. Henry A. Lardy, pro- 
fessor of biochemistry at University 
of Wisconsin, and Dr. W. Barry Wood 
Jr., vice-president of Johns Hopkins 
university, have been appointed to the 
council. 





Prudential Opens Hibbing Oftice 

The establishment of a new district 
office of Prudential at 1940 Third 
avenue east, Hibbing, Minn., was 
marked with a reception at the Androy 
hotel there. 

The office will serve the Iron Range 
area with Herbert Fahro as manager 
and Stanley W. Ferris as _ assistant 
manager. Mr. Fahro joined the com- 
pany at St. Paul in 1938 and Mr. Ferris 
at Hibbing in 1929. : 





Award to Jefferson Standard 

Jefferson Standard Life has received 
from Piedmont Sales Executives club 
a certificate for its outstanding sales 
record since 1950. President Howard 
Holderness accepted the award at a 
dinner meeting in Greensboro and 
emphasized the growth of the past 
five years. 


John Hancock Holds Group School 
An intensive six-week course in the 
basic principles of group insurance is 
being held for 20 men at the home 
office of John Hancock under the 
direction of Robert J. Moseley of the 
group sales and service department. 


Woman Heads Old Southern 

Miss Mildred E. Gregory, secretary- 
treasurer of National Bankers Life 
since it was chartered 10 years ago, has 
been elected president of Old Southern 
Life of Dallas. She also is vice-presi- 
dent of Union Bankers and secretary- 
treasurer of Presidential Life. 








Great-West Life has moved _ its 
northern Ontario branch from 205 
Mackey building to new offices in the 
Guaranty Trust building, 105 Dur- 
ham street South, Sudbury, Ont. The 
branch is managed by Kenneth Thom- 
son. 
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Answers to Most Commonly Raised Questions 
on Variable Annuity Given in Pru Booklet 


Answers to the most commonly 
raised questions on the variable an- 
nuity are contained in Prudential’s re- 
cently issued booklet, The Aims, Back- 
ground and Case for a Variable An- 
nuity Contract. There is also an ex- 
planation of the reasons why a vari- 
able annuity is desirable, though the 
company emphatically states in large 
type that “The Prudential believes in 
the continued need for fixed-dollar an- 
nuities and insurance policies and will 
go on stressing them, because nothing 
else can give such solid protection 
against loss of income!” 

The booklet goes on to say, how- 
ever, that experience has convinced 
many people that a fixed-dollar in- 
come does not protect them against 
all risks; a dollar may always look the 
same but its value changes, that “to 
maintain a 1940 standard of living a 
person now needs about twice his 
1940 dollar income.” 

A graph based on studies by College 
Retirement Equities Fund shows that 
the combined income resulting from 
equal contributions to a fixed dollar 
annuity and a variable annuity from 
1919 to 1939 would have been quite 
close to the income under a theoreti- 
cal annuity resulting from the same 
annual contributions but adjusting 
perfectly to changes in the cost of liv- 
ing from 1910 on. 

“Naturally, no one knows whether 
common stocks and therefore this com- 
bination of annuities will continue to 
have this same relationship to prices 
in general. But there is good reason 
to believe that they will. Therefore, 
the Prudential proposes to make vari- 
able annuity contracts available to 
those who want this balanced kind of 
retirement income protection.” 

Answering this question, “how would 
a variable annuity work?” the Pru- 
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dential booklet explains that payments 
go into a special variable contract ac- 
count, most of which would be in- 
vested in carefully chosen common 
stocks. Each annuity purchaser would 
be credited with a certain number of 
“units,” determined by the current dol- 
lar value of a unit. The dollar value of 
a unit would go up and down depend- 
ing on changes in the value of the ac- 
count’s assets. 

On retirement, the value of all the 
annuitant’s variable contract account 
units would be converted, on the basis 
set forth in his contract, into an an- 
nuity selected by the annuitant from 
those available in his contract. 

However, instead of providing for 
a payment each month of a fixed num- 
ber of dollars, the contract would pro- 
vide for the payment each month of 
the current value of a fixed number 
of annuity units. Thus, the dollar val- 
ue of each payment would depend on 
the dollar value of an annuity unit 
when payment is made. 

Prudential’s booklet concludes with 
answers to six of the more commonly 
asked questions on the variable an- 
nuity: 

a. Would a variable annuity con- 
tract involve any risk to the pur- 
chaser? 

Yes, but every purchaser would be 
made fully aware of it before issue. 
There would be no guarantee of the 
dollar amount of the payments. Nei- 
ther would there be any guarantee 
that the changes in the dollar amounts 
payable would correspond to changes 
in the cost of living. The payments 
under a variable annuity contract 
would reflect the changes, both up and 
down, in the value of the assets of 
the variable contract account, which 
would be mostly common stocks, but 
stock prices and the cost of living may 
not change in the same proportion or 
at the same time. On the other hand, 
a guarantee of a fixed number of dol- 
lars in the future is not a guarantee 
of a fixed amount of purchasing pow- 
er. A combination of a variable an- 
nuity contract based upon common 
stocks and a fixed dollar annuity con- 
tract offers more promise of protect- 
ing the purchasing power of retire- 
ment income than does any other ap- 
proach yet devised. 

B. Why does the Prudential propose 
to base its variable annuity contracts 
on common stock investments? 

Because common stocks can reflect 
changes in the economic condition of 
our country and because they have 
market values that are readily de- 
terminable. 

c. Would a variable annuity con- 
tract be based on the idea that further 
inflation is inevitable? 

Absolutely not. There is good reason 
to believe that in a growing economy 
such as ours, with new products, new 
businesses, more jobs and improve- 
ment in the general standard of liv- 
ing, the returns on a variable annuity 
contract would increase even without 
inflation. Furthermore, it would seem 
just as wise to try to protect your re- 
tirement income against the risk of 
inflation as it is to insure your house 
against the risk of fire—even though 
you do not expect either to occur. 

p. Would the purchase of a variable 
annuity contract be a way of “play- 
ing the stock market”? 

No. It would be a long-term pro- 
gram usually involving regular and 


continuous purchase payments. The 
contract would not be exchangeable 
for a lump sum, so it could not be 
used for speculative purposes. It would 
be designed primarily to provide a 
variable retirement income to supple- 
ment a fixed-dollar retirement income. 

E. Would this kind of contract put 
the Prudential in the business of sell- 
ing stock to the public? 

Not at all—no more than selling 
fixed-dollar annuities involved selling 
mortgages to its policyholders. If you 
were to make payments to the Pru- 
dential under a variable annuity con- 
tract, you would not be buying stocks 
from the Prudential. You would be 
buying retirement income protection. 

F. Is this type of variable retire- 
ment income a new idea in the United 
States? 

It is relatively new, but not untried. 
The College Retirement Equities Fund; 
established in 1952, already has over 
20,000 college staff members partici- 
pating in a variable annuity program. 
In addition, a constantly growing num- 
ber of employers have plans for pro- 
viding variable pensions for their em- 
ployes, including the Carnegie Insti- 
tution; Long Island Lighting Co.; 


Chemstrand Corp.; Kidder, Peabody & 
Co.; Smith, Barney & Co.; Boeing Air- 
plane Co.; and Pan American Air- 
ways. Among the major life insurance 
companies, the Prudential is pioneer- 
ing the idea of making variable an- 
nuities available to ‘the public on 
both an individual and a group basis. 


14 States Ponder Non-Can 
A&H: Two Enact Laws 


Fourteen states considered legisla- 
tion intended to restrict right of can- 
cellation of A&H last year but only two 
states, Ohio and North Carolina, passed 
legislation dealing with some phase of 
cancellation. 

Other states considering A&H meas- 
ures were Alabama, Arkansas, Florida, 
Georgia, Illinois, Nevada, New York, 
North Dakota, Oklahoma, Rhode Is- 
land, South Carolina and Wisconsin. 

In five of the states legislation was 
sought to make all A&H non-cancell- 
able. In nine, the legislation would 
have required the period of notification 
be increased depending on the length 
of time the policy had been in force, 
ranging from 30 days to two years. 

Although legislation failed in 12 
states, it received strong support in 
Oklahoma, South Carolina and Geor- 


gia. 
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are increased and made more 
profitable through use of the 
Company's unique Mortgage In- 
surance Sales Kit. This Kit, com- — 
plete with a phonograph train- 
ing record, contains all the 


convincing Mortgage Insurance 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 
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ALC Celebrates Golden Anniversary 





ALC Chief Stresses 
Life Company Tax 
Basis, SS Spread 


Hubbell Voices Hope for 
Statesmanlike Attitude 
in Congress on OASI 


The vital importance of enacting a 
satisfactory life company income tax 
formula and of restricting further in- 
creases in the level of social security 
old age and survivor benefits was 
stressed by F. W. Hubbell, president 
of Equitable of Iowa, in his report as 
president of American Life Conven- 
tion at the annual meeting in Chicago 
this week. 

“In addition to state legislation, we 
have been deeply concerned with the 
many bills affecting our business 
which were introduced in Congress,” 
he said. “The most outstanding bill was 
the one passed unanimously by the 
House providing for the method of 
computing federal income tax for life 
companies.” 


He praised the ALC committee on 
federal income taxation for its work in 
connection with the bill and pointed 
out that only one company appeared 
before Congress in opposition. The 
bill was not reported out of committee 
in the Senate, he said, but will be 
considered when Congress convenes 
next January. He urged ALC members 
to “exert all possible influence” to 
secure passage of the bill and said, 
“until and unless new tax legislation 
is adopted, our companies will be 
forced to pay taxes under the 1942 law, 
which will involve exceedingly heavy 
burdens because of greatly changed 
conditions.” 

Mr. Hubbell called legislation liber- 
alizing the social security laws “an- 
other cloud on the horizon.” He said 
the House passed a bill toward the 
close of the session which provides for 
further increase in benefits as well as 
an increase in social security taxes. 
He said the Senate finance committee 
took no action on the bill but will hold 
public hearings on it when Congress 
reconvenes. 


He said Sen. George recently com- 
mented that the various amendments 
to Social Security legislation are fast 
changing the program into an almost 
universal insurance system and it is 
unavoidable that it will become such. 
“However,” Mr. Hubbell said, “if it 
is an insurance system, it is one with 
totally inadequate premiums and re- 
serves. 

“Last December, Mr. Louis W. Daw- 
son, retiring president of LIAA, pre- 
sented a masterful address on the sub- 
Ject of “Social Welfare Plans—Time to 
Take Soundings,” in which he called 
attention to the fact that extensive 
Studies should be made of the various 
welfare plans and the manner in 
which they affected the total economy 
of our country, in order to guard 
against the danger of extravagantly 
pledging the future or disrupting the 

(CONTINUED ON PAGE 27) 





From Iowa to North Carolina | 





Joseph M. Bryan (left), Ist vice-president of Jefferson Standard Life, the 
new president of American Life Convention, receives the symbol of office 
from his predecessor, Frederick W. Hubbell, president of Equitable Life of 


Iowa. 








DESCRIBES NEW YORK LIFE PROGRAM 





R. C. Johnson Says Growth of Company 
Hinges on Properly Trained Manager 


The manager or general agent is 
the No. 1 controlling factor in the 
growth of a life company and in the 
postwar decade New York Life has 
evolved a program designed to make 
the most of the manager’s key position. 
How this was done was explained in 
detail by Raymond C. Johnson, New 
York Life’s vice-president in charge 
of agency administration, at the Agen- 
cy Section meeting during the Amer- 
ican Life Convention annual meeting 
in Chicago. 

Comparing results in two states in 
which the company has operated for 
the last 75 years, Mr. Johnson said in 
one of them New York Life sold less 
than 2.3% of the total ordinary in- 
surance sold by all companies in the 
state whereas in the other state the 
figure was 27.5% 


e e e 

“The difference,” said Mr. Johnson, 
“is the manager. Closer investigation 
shows that in the state in which we 
we have done so poorly we have seven 
career agents for each billion dollars 
of personal income after taxes. In the 
state in which we have such tremen- 
dous growth we have 71 career agents 
for each billion dollars of personal 
income after taxes. Ten times as many 
career agents per unit of buying 
power! Some manager was 10 times 
as effective in his job. 

“Wherever we have a well-selected, 
well-trained, strong, aggressive, hard- 
working manager, we have a fast- 
growing successful agency. There’s a 
bromide as old as sales management 


itself which says, ‘men make mark- 
kets—markets don’t make men.’ We 
know this is true and in our operation 
we have had a chance to prove it over 
again. The master key to the growth 
of life insurance sales and a life in- 
surance company is the manager or 
general agent.” 
* e * 

But if producing effective managers 
is the key to growth, why hasn’t a 
field management development pro- 
gram been given a higher priority with 
all companies, Mr.Johnson asked. Per- 
haps, he said, the answer may be: 

1. Historically the life insurance 
business interested itself in the train- 
ing of agents a good 20 years before 
it became interested in the selection 
and training of managerial timber. In 
education, this would be like trying to 
teach the students before first teach- 
ing the teachers. At first, all the print- 
ed training material was intended for 
the agents, none for the managers. 
Even today there stili has been very 
little developed in the field of select- 
ing managers. 

2. Because of putting agent training 
before manager training, home offices 
took over much of the work which was 
rightfully the manager’s. Many mana- 
gers, being untrained, were not getting 
results. The quickest way to get re- 
sults, from the home office viewpoint, 
was for the home offices to do the job 
themselves—in home office schools or 
by home office men in the field. Thus, 
there was less need to train the mana- 

(CONTINUED ON PAGE 36) 


No Major Problems 
Cloud Felicity at 
Annual Gathering 


Founder’s Widow Honored; 
Figures Point to Setting 
of New Attendance Record 


By ROBERT B. MITCHELL 


American Life Convention’s golden 
anniversary meeting held this week at 
the Edgewater Beach hotel, Chicago, 
was pleasingly untainted by crises, 
controversial issues, or in fact any 
problem that could be regarded suffi- 
ciently critical to generate even a 
suggestion of tension or serious con- 
cern. 

Matters like “special” policies that 
engaged considerable attention last 
year have pretty much simmered 
down. Situations like company income 
tax and social security benefit in- 
creases are not at the moment at the 
point where they are viewed as 
critical. The variable annuity, a cause 
of concern and even dismay to some 
leaders in the business, has _ not 
developed to the point of being much 
more than a conversational curiosity. 

Attendance by midweek was just 
under 1,000 and it appeared that the 
final figure would establish a new 
record. 

Symbolic of the completion of the 
first 50 years of ALC’s history was 
the “This Is Your Life” bracelet pre- 
sented at the close of the Wednesday 





NEW 
OFFICERS ELECTED 

President—Joseph M. Bryan, chair- 
man of Pilot Life and Ist vice-presi- 
dent of Jefferson Standard Life. 

Executive Committee Members— 
Harry J. Stewart, president West 
Coast Life; Howard Wilson, president 
Bankers Life of Nebraska; R. E. Irish, 
president Union Mutual Life, and R. J. 
Wetterlund, chairman Washington Na- 
tional. 





morning session to Mrs. J. B. Reynolds, 
whose late husband is revered as the 
father of the ALC. He was for many 
years president of Kansas City Life. 

The bracelet, each engraved link 
symbolic of some notable event in 
Mrs. Reynolds’ life, was presented by 
Gerard S. Nollen, who was for many 
years president of Bankers Life of 
Iowa and is a former president of the 
ALC. 

Executive Vice-president Claris 
Adams of ALC traced the organiza- 
tion’s first half century with the 
eloquence for which he has long been 
noted. 


e e e 

The meeting program followed 
closely the program given in detail 
in THE NATIONAL UNDERWRITER of last 
week. Most of the talks are reported 
elsewhere in this issue. 

Business Men’s Assurance was host 
at its traditional breakfast in honor of 
the new president of National Assn. of 
Life Underwriters, Stanley C. Collins, 
agent of Metropolitan Life at Buffalo. 
The talks will be reported in next 
week’s issue. 
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Faulkner Reviews A&H Characteristics an 
Problems at Meeting of Agency Section 


Life insurers, during the last 10 
years, have so changed their attitude 
of disdain toward A&H insurance that 
today some 70% of A&H premiums are 
written by life companies or their 
affiliates, E. J. Faulkner, president of 
Woodmen Accident & Life, said at a 
meeting of the Agency Section of ALC 
at Chicago. 

“Since A&H has been accepted as a 
proper and respectable member of the 
clan, it is important for us in life in- 
surance to understand not only the 
characteristics which entitle it to a 
place at the family board, but also 
those traits that make it different from 
life insurance,” he said. 

From an actuarial standpoint, A&H 
does not afford the same preciseness 
and certainty of hazard as does life 
imsurance because illness is often 
subjective in contrast to the objective 
fact of death. 

The economic cycle, he said, has a 
marked effect on the sickness insur- 
ance hazard. “It is almost axiomatic 
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agents choose a career 
with Standard 
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Standard is a “low net cost 
company,” and constantly 
strives to maintain and im- 
prove that position. This, 
together with complete life 
and accident and sickness 
coverage, puts Standard’s 
‘agents in an enviable posi- 
tion. Promotion from the 
ranks is customary. These 
and many other reasons 
help to explain why Stand- 
ard Insurance Company 
agents are so loyal—and 
so successful. 

















in A&H insurance that losses will vary 
inversely with the general business 
level. In periods of less than full em- 
ployment and economic distress, the 
insured has a lowered incentive, some- 
times no incentive, to terminate the 
disability.” 

He said the rising cost of providing 
health care services has also exerted 
an upward pressure on A&H losses. As 
an example, he cited the 1% a month 
increase in the cost of providing a 
patient with a day of service in a 
general hospital during the 10 years 
following World War II. 

“Another of the characteristics of 
A&H insurance to which life insurers 
must become accustomed is an in- 
ability to achieve perfection in insur- 
ing all of the costs arising from dis- 
ability and all of the risks who seek 
insurance. Insurance is most effective 
when its objective is reimbursement 
of the large, unexpected and cripp- 
ling loss,” he said. “It descends to the 
level of dollar-swapping when it at- 
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tempts to insure the routine, recurrent 
and trifling loss.” 

Mr. Faulkner said prospects and 
policyholders have not been educated 
to the soundness and economy of de- 
ductibles but instead have been condi- 
tioned by the pre-occupation of the 
service plans with paying for the first 
dollar of expense. 

“We should be forthright and ag- 
gressive in teaching and preaching that 
minor losses due to disability are much 
better absorbed as a part of the family 
budget than insured,” he said. 

“Other attributes of A&H insurance 
requiring sympathetic understanding 
by the life insurance partner include 
the relatively high cost of acquisition 
of individual A&H insurance and its 
relatively high rate of lapsation.” He 
said the overall cost of acquisition and 
the rate of lapsation should decrease 
as A&H becomes a more settled and 
widely accepted member of the in- 
surance community. 

Mr. Faulkner termed A&H an ado- 
lescent member of the _ insurance 
community and said it will take under- 
standing, determination and _intelli- 
gence to guide it through the present 
period of growing pains. 

He said “growing pains” have mani- 
fested themselves on the company 
level in a concern “over the possible 
end result of cut-throat rate cutting— 
especially in group insurance” and 
doubt of the wisdom of “closing our 
eyes to proved agency precepts in 
order to expand rapidly in the hope 
of capturing a larger share of the 
market.”’. 

In the field of state regulation, Mr. 
Faulkner said “the business is still 
plagued by too great a diversity of 
statute requirement and administra- 
tive ruling among the various states. 
We detect signs of incipient control of 
premium rates, a development that 
nearly all of us hold not to be in the 
public interest. 

“Although not of fatal portent, a 
very troublesome growing pain of the 
business at the federal level has been 
the. interest and activity of the FTC in 
the advertising.of individual A&H in- 
surance. I believe that it is fair to say 
that FTC interest in A&H advertising 
was engendered by the complaints 
actively solicited by some members of 
Congress and stimulated by flam- 
boyant syndicated newspaper articles.” 


He said the problems of A&H in- 
surance are important to life insur- 
ance also. “Governmental encroach- 
ment on its field of service, restrictive 
legislation hampering its ability to 
experiment with and devise new pro- 
cedures and contracts, or rate regula- 
tion that hamstrings wholesome com- 
petition and experimentation can all 
equally be applied to life insurance.” 

To solve some of these problems, he 
said, the industry has formed the Joint 
Committee on Health Insurance. Na- 
tional Assn. of Insurance Commission- 
ers has cooperated to assure that the 
regulation of A&H is sound, adequate 
and not unduly restrictive. 

“The cooperation of the commis- 
sioners, the business and the FTC 
through the Pansing Committee, seek- 
ing to frame a sound answer to the 
substantive problem while avoiding 
troublesome questions of jurisdiction, 
is an exhilarating example of what can 
be accomplished by men of good will 
for the benefit of the insuring public,” 
he said. 

Mr. Faulkner urged cooperation with 
the government to implement a pro- 
gram of group insurance, underwritten 
in private carriers, to provide A&H 


C. C. Bryan Reports 


Insurers’ Victories 
in Court Fall off Bit 


C. Clark Bryan. assistant general 
counsel for American Life Convention, 
reviewed life insurance litigation for 
1954-55 before the Legal Section of 
the organization at its annual meet- 
ing at Chicago. 

He reported that of the 301 cases 
reviewed in ALC Legal Bulletin, 54.6% 
were decided in favor of insurers, 
which compared with the 1953-54 
docket of 298 cases reviewed and 58.6% 
decided in favor of the companies. 

Mr. Bryan said that of 25 cases in- 
volving war clauses and the Korean 
conflict 19 have been decided favor- 
ably and six unfavorably. 

Of aviation cases decided, five out 
of seven were favorable to the insurer. 

One of the subjects discussed was 
“Interpleader,” cases being cited as to 
who and when to interplead or not to 
interplead. In one case, John Hancock 
Mutual vs Beardslee, 216 F. 2d 457, 
72 A.L.C. 23, the court of appeals 
seventh circuit, held the company li- 
able for attorney’s fees and interest on 
the ground of vexatious refusal to pay 
without reasonable cause. This was in 
spite of the fact that the interpleaded 
defendant, insured’s daughter, had 
written the company a letter five pages 
long and had the duplicate original 
policy in her possession. By contrast, 
the case of Haase vs Business Men’s 
Assurance, 275 S.W. 2d 381, 72 A.L.C. 
110, decided by the Kansas City court 
of appeals, held the company liable 
twice and distinguished the cases cited 
by the insurer on the ground that they 
were equitable actions by way of inter- 
pleader, a remedy which was available 
to the insurer but the company did 
not see fit to take advantage of it. 

Another subject invélved_ benefici- 
aries’ rights, especially where, as a 
result of divorce, the first wife and 
the second wife wére both claiming 
policy proceeds. Mr. Bryan reported 
that there had been at ledst eight de- 
cisions in this category the past year. 
The supreme ‘court ‘of Washington de- 
cided one case which was of first im- 
pression in that state United Benefit 
Life'vs Price, et al., 283 P. 2d 119, 
73 A.L.C. 47, and, Washington being 
a community property state, the court 
held that the terms: of the divorce de- 
cree were of primary importance. Con- 
sequently, the first wife was divested 
of any interest she might have had as 
beneficiary. 

Mr. Bryan also discussed the bank- 
ruptcy decision of Lake vs New York 
Life which is treated elsewhere at 
some length by Richard F. Mooney, 
assistant counsel for Northwestern 
Mutual Life. 








insurance for federal employes. 
“With the proposed amendments to 
the social security system and the 
cash sickness plan fer the District of 
Columbia, it is probable that the only 
honest, tenable position the business 
can take is one of forthright and vigor- 


‘ous opposition. é 


“The personal insurance business— 
life insurance and A&H_ insurance 
working as partners—must prove its 
capacity to serve the changing needs of 
the American people,” he said. “No 
one who knows the genius of our 
private enterprise system as expressed 
through voluntary insurance can doubt 
that this business will meet the chal- 
lenge magnificently.” els 
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BROWER WARNS ON COST EMPHASIS 





Public Relations Has Vital Role in 
Building Faith in Private Insurance 


“Too many people already wonder if 
there’s a better way to provide life in- 
surance than im 
through private ™- 
business” and pub- 
lic relations has a 
most important 
place in prevent- 
ing private enter- 
prise from losing 
out to public en- 
terprise, said Pres- 
ident Horace W. 
Brower of Occi- 
dental of Califor- 
nia at the Thurs- 
day general session 
of American Life Convention’s annual 
meeting in Chicago. 

After detailing the bad public rela- 
tions effect of overstressing cost in 
selling, particularly through too liter- 
ally believed dividend projections, Mr. 
Brower said that part of the road to 
better public relations is through better 
selling methods. 

“One way to better selling methods,” 
he said, “is to make owr services so 
necessary and appealing that cost be- 
comes a secondary factor. People 
usually find ways to pay for what they 
want badly enough. Therefore, it’s wise 
to talk more about what you get and 
less about what you pay.” 

Mr. Brower mentioned a_ recent 
study in Los Angeles that tends tc con- 
firm this point. People were asked, 
“Do you think you should own more 
life insurance?” If the person said he 





H. W. Brower 


thought he needed more life insurance 





he was then asked, “Why don’t you buy 
more life insurance?” 

It was found that those who said 
they needed more life insurance but 
didn’t buy it because they “couldn’t af- 
ford it” were usually people whose in- 
come and economic status strongly sug- 
gested they could afford it if they 
wanted it. 

“The implication is clear,’’ said Mr. 
Brower. “We usually say we can’t af- 
ford what we don’t want. Obviously we 
must first make people want life insur- 
ance no matter how little the cost.” 

Mr. Brower said that what he was 
mainly concerned about is that in sell- 
ing “we spend too much time and mis- 
guided zeal trying to emphasize the low 
cost of life insurance and its related 
services and too little time and ingen- 
uity trying to sell their need and their 
value.” 

“TI get the feeling,” he said, “that we 
are putting the cart before the horse 
by trying to convince people the price 
is right before we make them want 
what we are selling. This disturbs me 
because the public has a crystal-clear 
record of finding ways to produce and 
possess the things they are really hun- 
gry to have. They. also have a record 
of complete indifference to bargains 
that don’t appeal to them. 

“Now, I am not referring to the 
present general situation where we are 
in a spiral of reducing rates and en- 
larging dividend scales which one of 
my friends calls the leap-frog game... 
My concern is not veiled anxiety over 
what has been called ‘the price war’. I 


believe that the struggle to keep the 
cost of insurance low is a healthy one. 
It is a necessary ingredient of compe- 
tition and I believe in competition and 
my company is committed to the strug- 
gle to keep its rates competitively low. 
No, my uneasiness arises from the 
ways we too often see our cost figures 
presented to the buyer. The old 20- 
year-so-called net cost figures - pre- 
miums paid, less dividends if partic- 
ipating, less cash value - are an exam- 
ple. We do call them net cost, don’t we? 
Another of my friends refers to this 
method of setting forth so-called cost 
figures as ‘killing the horse to find out 
how much it cost to raise him.’ Not a 
bad analogy.” 

The 20-year net cost comparison is 
unrealistic because limited to one par- 
ticular situation—surrender in 20 years 
—but worse than that, it is likely to be 
filed away by the insured and may be 
cited as evidence of trickery if for any 
reason the dividends later prove to be 
lower than anticipated—no matter 
how carefully the agent makes it clear 
they are not guaranteed, said Mr. 
Brower. 

“We've got to remember that folks 
pretty much believe what they want to 
believe,” Mr. Brower warned. “When 
we show cost figures we hope they’ll 
be impressed with, we shouldn’t be 
surprised if they are impressed - and 
remember. After all, our clients don’t 
know and probably don’t care that life 
insurance is one of the very few things 
they buy on which the cost is actually 
determined after the sale. 

“There is nothing wrong with this. 
It has to be that way. But our custom- 
ers don’t make that distinction when 
they buy. Maybe we’d better tell them. 
Or better still, maybe we should edu- 
cate them to want the full benefits of 


insurance so strongly that the sale is 
not basically conditioned on cost think- 
ing. That’s why I shudder when I see 
the kind of policy cost illustration that 
seems to be trying to tell the buyer he 
can own life insurance and have it cost 
him nothing or next to nothing if only 
he’ll buy the ‘right kind’ of policy and 
I’ve enclosed that ‘right kind’ in quotes. 
It’s a sort of ‘All This and Heaven, 
too?” presentation. 

“Ts life insurance so lacking in value 
and appeal that we can get people to 
buy it only if they think they’re getting 
something for nothing? I just don’t be- 
lieve it. But some of our presentations 
seem to be based on that approach. Is 
it good public relations to thus depre- 
ciate the value of our service? 

“Or is it true that people value 
things pretty much on the basis of what 
they pay for them and treasure most 
the things for which they have to save 
and sacrifice? Heaven is worth paying 
for and there’s something of heaven in 
the peace of mind that life insurance 
gives. Is it any wonder it doesn’t have 
its full appeal when we suggest we’re 
giving it away?” 

Mr. Brower deplored the effort to 
sell one type of insurance plan by tear- 
ing down another—the technique of 
“damning a plan for what it is not and 
never was intended to be.” No other 
business does this, he said: “General 
Motors doesn’t go around building up 
Cadillacs by tearing down Chevrolets. 
Armour doesn’t suggest that chuck 
roast is no good because steak is bet- 
ter. And Santa Fe doesn’t damn its El 
Capitan coach service in order to sell 
its Super Chief space.” 

No plan of insurance is good or bad 
in itself and policy plans should only 
be compared in the light of a specific 
prospect’s needs, wants, and ability to 


pay. 
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R. H. Kastner Reviews 
Legislative Action 
Affecting Insurance 


Speaking before the Legal Section of 
American Life Convention in Chicago, 
Ralph H. Kastner, ALC general coun- 
sel, reviewed state by state the record 
volume of life insurance legislation 
considered by state legislatures and 
Congress during 1955. 

“Carrying out the commitment of 
our trade organizations to help 
strengthen the hand of state supervi- 
sion and clear up doubts as to federal 
trade commission jurisdiction in some 
areas, strenuous efforts were made to 
bring about passage in those jurisdic- 
tions where such statutes were not to 
be found on the books,” Mr. Kastner 
said. During 1955, six states adopted 
the individual A&H policy provisions 
law of National Assn. of Insurance 
Commissioners, so that 39 states, Dis- 
trict of Columbia and Hawaii are now 
included in that category. 

Ten additional states adopted all or 
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part of NAIC’s all-industry fair prac- 
tices act, bringing to 38 states and 
Hawaii those with such legislation. The 
third NAIC uniform act, the unauthor- 
ized insurers service of process act was 
passed in 10 states and Hawaii, so this 
law is now found in 38 states, although 
the law in two states is not the model 
act. 

The variable annuity “came onto 
the legislative scene with a loud bang” 
this year, Mr. Kastner said. Recalling 
that Gov. Dewey last year vetoed legis- 
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lation that would have enabled the 
creation of one variable annuity com- 
pany in New York, Mr. Kastner re- 
ported that similar legislation was in- 
troduced there again this year. Laws 
have also been introduced in Texas, 
New Jersey, New Hampshire and 
Maryland. A variable annuity compa- 
ny was organized in the District of 
Columbia in the absence of permissive 
and prohibitive laws there. ‘“Consider- 
able diversity of opinion exists with 
regard to this new coverage,” Mr. Kast- 
ner commented. 

In the closing days of the last Con- 
gressional session, contributory health 
insurance for federal government em- 
ployes was proposed. This would sup- 
plement group life insurance in which 
96% of eligible employes have enrolled. 
The prospects for final enactment of 
group health insurance for federal em- 
ployes still appear good, Mr. Kastner 
said. 

Although some states passed legis- 
lation changing taxes on premiums 
during 1955, there was no visible trend 
to increase these taxes, Mr. Kastner 
said. Proposals to increase taxes, or 
to subject domestic companies to pre- 
mium taxes failed in five states. It was 
noted that any increase in premium 
taxes would ultimately have to be 
borne by policyholders. 

Proposals for compulsory invest- 
ment caused concern in six states and 
in one territory during 1955 but none 
of them became law. The effect of 
compulsory investment would be to 
limit the flexibility of life insurance 
investments, possibly limiting the in- 
cceme of life insurers from their invest- 
ment, and thereby reflect in the ulti- 
mate cost to policyholders. 

“Coxsiderable effort was expended 
in developing effective opposition to 
these proposals, and the outcome is a 
tribute to those active on the fighting 
fronts, as well as to the reasonableness 
of legislators where fully apprised of 
voluntary investment record of life in- 
surance companies in the jurisdictions 
where such legislation was under con- 
sideration,’ Mr. Kastner declared. 

One important and clarifying law 
with respect to minors was enacted in 
New York, Mr. Kastner pointed out. 
This authorizes ordinary life insurance 
on children under six months of age 
up to an aggregate of $1,000, and where 
between six months and under 14 
years and six months, up to $2,000 in 
aggregate, if purchased by a person 
having an insurable interest or on 
whom the minor depends for support. 

Mr. Kastner reported that Hawaii 
had completely revamped its system of 
insurance laws this year. Revision and 
codification of the insurance laws of 
Michigan, Oklahoma and West Virginia 
are now in the work stage and prob- 
ably will be introduced in the next 
sessions of the state legislatures. 
Broad scale amendments of insurance 
laws were made in Texas and the 
state of Washington. 


<< 


VEXING PROBLEM 


N. C. Munson Explores 
Taxation of Agents’ 
Deferred Commissions 


“The agents are somewhat in the po. 
sition of the cobbler whose children 
are barefoot, since they devote much 
time to the orderly planning of the es. 
tates of others but have no real satis. 
factory solution for their own prob- 
lems,” Newell C. Munson, general 
counsel of Indianapolis Life, told the 
Legal Section of American Life Con. 
vention in Chicago. 

Mr. Munson’s address on “Tax As- 
pects of Agents’ Deferred Commis- 
sions” dealt with a problem which has 
vexed the legal minds of the business 
for some time, and the answer is not 
yet clear because the regulations under 
the 1954 revenue act have not been 
promulgated by Congress. The prob- 
lem arises because the agent receives 
his commissions over a 10 year period, 
generally, contingent upon the contin- 
uation of payment of premiums by the 
policyholder. If the agent retires to 
collect these earnings, certain tax con- 
sequences follow, but “the alteration 
of these tax consequences by the death 
of the agent taxpayer has resulted in 
a variety of treatments, some patently 
unjust, and a variety of remedial leg- 
islation, with accompanying regula- 
tions.” Mr. Munson went further to 
say that since “there would be no life 
insurance business as we know it 
without the agent, the companies 
should give sincere thought to their 
problems in this field, not only from 
the standpoint of taxation, but for the 
purpose of providing economic stabil- 
ity and security as well.” 

Until 1934, deferred commissions be- 
came a part of the decedent’s estate on 
the basis of value attributed to the 
claimant and paid no income tax at 
all, but Congress thought that loophole 
in the income tax structure ought to 
be closed and provision was made to 
tax deferred payments as “accrued in- 
come.” Then a series of court cases 
tried to define the term “accrued in- 
come” and the matter was handled by 
the 1942 revenue act making such pay- 
ments taxable as part of the gross 
income of the person receiving such 
amounts. 

There are two problems involved 
here. First, there is no question about 
including an agent’s renewal account 
in his estate for estate tax purposes, 
but the problem is finding an adequate 
formula for arriving at this value. The 
renewals may continue or they may 





_ Stop if the policyholder cancels the 


policy. The other matter of “the tax- 
ation of renewals after death as income 
is a great deal more important to the 
average agent, since in a great majority 
of cases there will be no estate tax.” 

The problem here is to level the 
amounts payable to the widow or other 
heirs and several agents have made 
agreements with their companies to 


place such income due in a fund to be | 


paid at a given rate, say $500 a month, 
for 108 months and to receive any re- 
maining balance at the end of that 
time. If, for example, the payments in- 
to the fund during the early years 
total far in excess of $500 a month, is 
the tax to be paid on the basis of 
“constructive receipt of the actual re- 
newals or is the contract amendment 
effective to level income for tax pur- 
poses, as well as alter actual payments 
to the widow?” 
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SUCCEEDS MAHER 


R. H. Belknap, David F. S. Johnson 
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both of Lincoln Mr. Johnson succeeds Frank B. 
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Leggett Sees a Silver Lining: 





U. 5. Prodding Helps Solve Probiems 


The present insurance activities of 
various branches of the federal gov- 
: ernment can be 
good, even though 
the needs of the 
insuring public 
can best be served 
by continued su- 
pervision of the 
insurance industry 
by the several 
states without any 
intervention by 
the federal gov- 
a ernment, Insur- 
C. Lawrence Leggett ance Superintend- 
ent Leggett of Missouri said at 
the annual meeting of American Life 
Convention in Chicago. Mr. Leggett is 
president of National Assn. of Insur- 
ance Commissioners. 

“By putting the spotlight of publicity 
on some of the weak points in the 
industry and in its regulation by the 
states, the need of remedial action by 
the states is forcibly brought to the 
attention of those who can do some- 
thing about it,” he declared at the 
Wednesday general session. 

“The responsibility for such remedial 
action does not rest upon any one 
individual or any one segment of in- 
dustry. It is a problem which confronts 
us all, and one which I recommend to 
you for consideration at this meeting. 
Industry must cooperate with the state 
regulatory officials to perfect state 
supervision, and thereby retain it. We 
cannot afford to become complacent, 
and, simply because at one time super- 
vision by the states appears to be 
adequate, relax. As indicated, insur- 





» 





ance is dynamic, and there must be a 
constant reappraisal of the adequacy 
of state supervision in order to secure 
the type of supervision needed for the 
protection of the public, and still per- 
mit the industry to grow with the ex- 
panding economy of our nation.” 

Mr. Leggett recalled that always in 
the past, when the industry has been 
faced wtih similar crises, there has 
been “a wonderful degree of coopera- 
tion between it and the commission- 
ers.”” That cooperation has always re- 
sulted in a successful withstanding of 
the pressures brought to bear, and in 
every instance the public is better off 
because of it, he said. 

Mr. Leggett said the insurance bus- 
iness should look at the federal regu- 
lation problem strictly from the view- 
point of the insuring public’s welfare, 
not as a matter of preserving the 
state’s jurisdiction. An apparent ad- 
vantage of federal over state regula- 
tion, he conceded, would be nation- 
wide uniformity, but he wondered 
whether this would be an unmixed 
blessing. 

“The history of insurance regulation 
in the United States has shown many 
attempts, through NAIC with indus- 
try’s cooperation, to secure the passage 
of uniform laws in all of the states,” 
he said. “Success there has not been 
total and there may be some reasons 
for such lack of success. Different areas 
have different problems which call for 
different solutions. 

“As an illustration of this point we 
might consider the problem of licens- 
ing agents. Take for example the state 
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of Florida, which enjoys a nationwide 
reputation as a wonderful place in 
which to retire. Agents from other 
parts of the country who have labored 
long in he business may find them- 
selves in a position to retire to Florida 
to enjoy the fruits of their life-long 
labors. After a few months of just 
‘sitting and rocking’ such an agent 
will probably feel the need to engage 
in a limited occupation. Since his life- 
work has been insurance, he would 
naturally turn to insurance again. Cer- 
tainly Florida should be permitted to 
put some restrictions on the granting 
of an agent’s license to protect its 
residents from the competition so at- 
tracted to their state. The licensing 
restrictions there conceivably should 
be different from those in other parts 
of the country not facing a similar 
problem. Nationwide uniformity would 
destroy the protection needed by the 
particular locality in such a case. 

“While uniformity brings economies 
in certain areas such as printing costs, 
etc., uniformity for the mere sake of 
uniformity is not necessarily a good 
thing. 


“A further question arises ag to 
whether or not federal regulation 
would necessarily produce the uni- 
formity desired. Many who are ¢op. 
cerned with the problem of federa} 
intervention in the insurance field are 
of the opinion that instead of such 
regulation resulting in a single law 
to govern all jurisdictions, the indus 
would be forced to operate under a 
dual system of regulation—federal im. 
posed on top of state regulation, If 
that is the case, then, instead of uni. 
formity, the industry would be faceg 
with operation under two separate Sys- 
tems of laws. 


“Through continued efforts of the 
NAIC and industry, spurred on by 
this latest crisis, the need for uni- 
formity can be defined, and, subject 
always to the will of the people as 
expressed by their state legislatures, 
brought into being. 

“TI can think of no other possible 
advantage of federal regulation over 
state regulation. 

Mr. Leggett pointed out that under 

(CONTINUED ON PAGE 26) 





PL.15 Must Be Fought for, Adams Warns 





SEES FTC SUSTAINED ON AD CONTROL | 


Because the threat of federal con- 
trol of life insurance still exists, “it 
behooves us to be 
alert to danger, 
quick and power- 
ful in defense,” 
Claris Adams, ex- 


dent and general 
counsel of Ameri- 
can Life Conven- 
tion, warned at the 
ALC annual meet- 
ing at Chicago. 

“There will al- 
ways be those in 
Washington who 
think that Washington can do it 
better,” Mr. Adams declared. “Palms 
itching for power are among the most 
common symptoms of Potomac fever. 
It requires no great degree of pre- 
science to prophesy that the last chal- 
lenge has not been met nor the last 
battle fought on this front.” 

Mr. Adams said that the question 
has been raised in some quarters of 
amending or repealing public law 15, 
which preserves the right of the states 
to regulate insurance. The federal 
trade commission has already assumed 
jurisdiction over insurance advertising, 
he pointed out, adding that his own 
opinion, and that of many others, is 
that it will be sustained. 


“In the event that it is not, one 
prominent and influential member of 
Congress has announced that he will 
introduce legislaticn to confirm its 
jurisdiction and perhaps broaden its 
powers,” Mr. Adams said. 

Mr. Adams recalled that one of the 
major ALC projects when it was foun- 
ed 50 years ago was the maintenance 
of state supervision as opposed to fed- 
eral control. Almost the first act of 
the founders was to express unalter- 
able opposition to federal control. The 
principle of state supervision was 
made the cornerstone of the new struc- 
ture. 

“From that day to this cur organiza- 
tion has never swerved from the posi- 
tion taken nor faltered in the course 
set,” Mr. Adams said. “Time has deep- 
ened our conviction and events have 
justified our faith. The institution of 





Claris Adams 


ecutive vice-presi-: ’ 


life insurance as it now exists is suffi- 
cient tribute to the efficacy of the 
state supervisory system. 

“However, the issue no longer rests 
on constitutional power. It is purely 
a matter of congressional policy. Pub- 
lic law 15 has no greater sanctity than 
that of any other statute. It will re- 
main in force as long as we muster 
sufficient support to sustain it.” 
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CAN BE USED TO COMBAT MISREPRESENTATION 








Furnans Discusses Function of Autopsy 
in Payment of Questionable Death Claims 


The function of the autopsy in the 
payment of death claims was discussed 
py Ernest W. Furnans, assistant coun- 
sel of Massachusetts Mutual Life, at a 
meeting of the Legal Section of ALC 
in Chicago. 

Autopsy may provide facts for an 
intelligent decision when there is a 


} question of cause of death. 


“There are many instances in which 
the cause of death leaves a scar which 
a trained pathologist or toxicologist 
may be able to discover through an 
autopsy and the microscopic and chem- 
ical examination of tissue,” he said. 
“That which seems to indicate a 
suicidal death may be proven through 
autopsy to be a natural or accidental 
death.” 

He said the autopsy can also be used 
to discover facts in the field of mis- 
representation. “A trained pathologist 
can examine the vital organs and 
give at least an approximaticn of the 
duration of an existing disease, which 
when tied in with other factors, may 
prove that a misrepresentation has 
been made in connection with the 
issue of the policy.” 

Mr. Furnans described several mod- 





Steere Suggests 
More Study Before 
Signing Oil Leases 


The modern oil and gas lease has be- 
come one of the essential contracts of 
the life insurance 
business and 
therefore calls for 
investigation and 
in-the-field study, 
Allen C. Steere, 
2nd vice-president 
and general coun- 
sel of Lincoln Na- 
tional Life, told 
the legal section of 
American Life 
Convention in 
Chicago. 

Although such 
leases have been in existence for many 
years, certain provisions still present 
problems and uncertainties, he ex- 
plained. 

A man dealing with oil and gas 





Allen C. Steere 


' leases should visit one of the oil fields, 


talk with landowners, engineers, lease 
brokers, geologists and drillers, Mr. 
Steere said. “It is my belief,” he said, 
“that insurance lawyers should go to 
the producing areas and become fa- 
miliar with local conditions. I think 
there has been a tendency upon the 
part of many of us to sign leases with- 
out adequate background. We have re- 
lied on the oil lawyer to draw the con- 
tracts. I have the feeling that he has 
looked after his client. The question is, 
have we done as good a job for our 
own’? 


The $20 billion investment in the oil 
and gas industry is exceeded today 
only by agriculture and railroads, Mr. 
Steere said. More than 500,000 oil and 
gas wells, some of them drilled to the 
depth of 19,000 or 20,000, feet, produce 
some two billion barrels of oil and six 
trillion cubic feet of gas yearly. In- 
formed sources confidently expect 
another 50 years of profitable wild- 
cating and production already has been 
predicted at depths below 30,000 feet, 
Mr. Steere said. 


XUM 


ern autopsy techniques and said al- 
though autopsies can be helpful, coun- 
sel should not consider them conclu- 
sive in all cases. “Differences in opin- 
ion by physicians as to ultimate 
conclusions can and do develop and in 
such instances a jury question is 
presented.” 

“Performance of an autopsy without 
consent gives rise to a right of action 
for damages,” Mr. Furnans § said. 
“However, when the best interests of 
society require, an official autopsy 
may be performed without such con- 
sent by an authorized representative 
of the state. This exception arises as 
essential to the protection of health 
and the discovery of crime.” 

e e * 

Mr. Furnans said the right of autopsy 
is valid when included in a policy if 
it is not barred by statute. “If request- 
ed, the granting thereof becoming a 
condition precedent to the benefici- 
ary’s recovery.” In any case, the right 
to autopsy does not eliminate the 
necessity of consent by the person 
having the right to custody and pos- 
sesion of the body for burial, he said. 
Further complications may arise when 
the custodian of the body is other 
than the beneficiary, or when burial 
has already taken place and the owner 
of the cemetery lot is other than the 
custodian of the body. Again proper 
permission must be obtained. 

e e e 

“Once it is determined that an 
autopsy is to be performed,” he said, 
“the home office counsel should se- 
lect a competent pathologist to do the 
job, preferably one with medico- 
raining since he may be called as a 
witness in any ensuing litigation. It 
is also advisable to brief the patholo- 
gist on the facts and history of the 
case so he will understand the problem 
and be prepared to take specimens and 
conduct the tests necessary to ascer- 
tain the desired information.” 

“The decision to obtain an autopsy 
may create troublesome legal problems, 
but as a fact finding means it may be 
the only answer in determining 
whether payment should or should not 
be made in a given case,” Mr. Furnans 
concluded. 





Woodmen Accident and 
Life Company 


—a pioneer in the field of complete 
personal insurance — 


Celebrates Its 65th Anniversary 


In 1890, a busy family doctor in York, Nebraska, decided 
to try a new prescription for an ages-old affliction. Dr. 
Albert O. Faulkner established Woodmen Accident Com- 
pany to help relieve people of the crippling financial in- 
juries that sickness and accident can bring. 


This year, the three companies that developed from Dr. 
Faulkner’s dream were united under one name—Woodmen 
Accident and Life Company. In the 65 years since its 
founding, Woodmen Accident and Life Company has 
grown in size, in service and in resources. 


Now operating in 26 states, Woodmen Accident and 
Life bas issued more than 1,500,000 policies and has 
paid more than $38,000,000 in claims. The company’s 
assets exceed $16,500,000 and the surplus to policy- 
holders exceeds $3,750,000. 


With this 65-year-old record oh. comet, of fine service, 
and of fair claim settlements, Woodmen Accident and Life 


is a good company for insurance — a good company for 
a career. 


E. J. Faulkner, President 
L. J. Melby, Agency Vice President 


WOODMEN ACCIDENT 
AND LIFE COMPANY 





A Mutual Legal Reserve Company 
Established 1890 _ Lincoln, Nebraska 
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Assets over $65,000,000 ¢ Insurance in Force over $274,000,000 
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DEDICATED TO YOU 


The fieldman rules the roost at Western. The rest of our organization has 
but one purpose: to help you do the best possible job. 


Advantages of working with a company which places such value on its 
field force are numerous. Our commission schedule is among the highest 
in the business. We offer paid conventions and retirement income to 
those who qualify. Plus vested renewals, recognition, planned advance- 
ment. Let us show you how this program might work for you. Your man- 
ager’s recommendation will help. 
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R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V.P. 
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Paul W. Waitt, 
president, and S. 
P. Hutchison, as- 
sistant general 
counsel, both of 
Washington Na- 
tional, shown with 
R. R. Neal, resi- 
dent counsel at 
Washington for H 
& A Underwriters 
Conference and 
Bureau of A & H 
Underwriters, dur- 
ing the ALC meet- 
ing at Chicago. 
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Taylor Sees Combination Men as Leaders 


H. Clay Evans 
Johnson, president 
of Interstate L. & 
A. H. D. Coley, 
president of Dur- 
ham Life, and Bas- 
com Baynes, pres- 
ident of Home Sec- 
urity Life, shown 
at the ALC meet- 
ing in Chicago. 


Combination company agents are 
the most important men in life insur- 
ance marketing today because they 
make up the majority of full time life 
insurance salesmen, sell the most, and 
to the people most in need of protec- 
tion, Charles A. Taylor, president of 
Life of Virginia, told the Combination 
Companies Section of American Life 
Convention in Chicago. 

He pointed out that there are some 
93,000 combination men compared to 
82,000 full time ordinary men. 

As for selling the most, Mr. Taylor 
explained that the combination man 
“sells all of the industrial policies, all 
of the monthly debit and weekly 
ordinary policies, and at last estimates, 
which are somewhat old and, I believe, 
low, nearly one-third of the ordinary 
insurance with a considerably lower 
average policy than the purely ordi- 
nary agent.” This means, of course, 
that to the majority of life insurance 
buyers he is the life insurance busi- 
ness, Mr. Taylor said. 

“It seems to me,” Mr. Taylor con- 
tinued, “that he (combination man) 
is even more important because the 


Fayre od Ps people to whom he sells need life 
cleared at the insurance protection more than any 


other group in the country. Of course 
his market is by no means limited to 
one class but, generally speaking, he 
most often sells to the wage earner 
and his family. To me there is no 
doubt about the fact that death in such 
a family is a greater calamity finan- 
cially than in a more. well-to-do 
group.” 


ALC meeting at 
Chicago: C. G. 
Ashbrook, North 
American Life of 
Chicago; R. R. 
Lounsbury, Bank- 
ers National Life, 
and Carl Mitchel- 
tree, Columbus 
Mutual. 


e ° @ 
The combination man, Mr. Taylor 
declared, “is a responsible family man 





Congratulations! 


American Life Convention 





INTERSTATE LIFE 


& Accident Insurance Company 


Chattanooga, Tennessee 


HOSPITALIZATION INSURANCE 


“Service and protection for millions in the South since 1909” 


Interstate Life Building 
LIFE + HEALTH - ACCIDENT - 


who has been doing well at something 
else, but who has been sought out by 
the local management and found to be 
a man who by personality, desire and 
aptitude, will fit in, be happy in, and 
improve his position in the life in- 
surance business.” 

“He is not,’ Mr. Taylor said, “a 
man who has failed at something else 
and who has wandered in looking for 
a job.” 

His introduction into the business 
and his early training are supervised 
painstakingly, the speaker said. “This 
early training takes the form of a 
study course, plus on-the-job training. 
He is not turned loose with a rate 
book.” 

After this elementary training there 
is still plenty to be learned, Mr. Taylor 
said, pointing out that “combination 


in Marketing of Life Insurance Today 


agents are actually taking a leading 
part in the LUTC movement. Many of 
the local study groups are organized, 
taught by, and sparked by combination 
men.” 

Mr. Taylor said he has been jp. 
formed that in the early days of LUTC 
the student body was made up of 
approximately 60% ordinary men ang 
40% combination men, but in recent 
years these proportions have bee, 
exactly reversed. About 25,000 out of 
44,000 enrollees during the eight years 
of LUTC have been combination men, 
Mr. Taylor said. 

s a e 

“Besides these cducational activi- 
ties,’ Mr. Taylor said, “the combina- 
tion agent is taking an increasing and 
genuinely interested part in his pro- 
fessional organization, National Assn, 
of Life Underwriers.” 

Mr. Taylor also cited combination 
men as a great force for the preserva- 
tion of our economic and _ political 
freedom. “It is obvious to me,” he 
said, “that a free enterprise system 
must rely, to a large extent, for the 
distribution of its products on its sales- 
men.” 





Karl Ljung Heads 
Agency Section; 
Hill Secretary 


Karl Ljung, vice-president in charge 
of agency operations of Jefferson 
Standard Life, was elected chairman 
of the Agency Section of American Life 
Convention at the annual meeting in 
Chicago. He succeeds Frank L. Barnes, 
1st vice-president of Ohio State Life. 

Grant L. Hill, vice-president and di- 
rector of agencies of Northwestern Mu- 
tual Life, was elected secretary of the 
section to succeed Mr. Ljung. 

The section met all day Tuesday. 
Members heard talks by Cecil Woods, 
president of Volunteer State Life, on 
the agency officer’s function; Raymond 
C. Johnson, vice-president in charge 
of agency administration of New York 
Life, on what makes a life company 
grow; John W. Yates, general agent of 
Massachusetts Mutual at Los Angeles, 
on what a general agent expects of his 
company; Samuel N. Stevens, presi- 
dent of Stevens, Thurow & Associates, 
Chicago on “Agency Management, 
Science of Fine Art?” and E. J. Faulk- 
ner, president Woodmen Accident & 
Life, on “Growing Pains.” 
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Career Compensation Plan 
eo A 2-year plan—one of the most liberal both to agent and general agent. 
@ @ 
Production Incentive Agreement 
A contract for prospective agents unexcelled by leading companies. 
Training Allowance 
A substantial amount paid to general agents for recruiting and training. 








PLUS THESE ADVANTAGES — Success-proven training courses 
‘e Programming schools ¢ Business and tax seminars ¢ Lifetime service fees e 
Complete line, low cost Life, Accident, Sickness, and Hospitalization policies. 


Watter H. Huent, President Arnotp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES In Illinois, lowa, Ohio, Michigan, Minnesota, Missouri, North Dakota, Texas, Wisconsin 





Pictured at the Chicago meeting of ALC: Willis H. Satterthwaite, vice-presi- 
dent and counsel of Penn Mutual Life, chairman of the Legal Section; E. Smythe 
Gambrell of Atlanta, president of American Bar Assn., a program speaker; By- 
ron K. Elliott, executive vice-president of John Hancock Mutual, and Ralph H. 
Kastner, general counsel of ALC. 
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NO OTHER COMPANY LOCATED IN OUR TERRITORY 


OFFERS SUCH COMPREHENSIVE FACILITIES 


For Example! A Special standard plan for risks rated 
substandard up to table B or 2. 
Our expansion means opportunity— 


attractive openings available for salaried state and 


regional managers in midwest area. 


FOR DETAILS WRITE WYLIE CRAIG OR BENNETT TAYLOR, 


Vice-Presiden s 





W. RALPH JONES Sreaczont 
KANSAS City 6, MISSOURI 
Fortieth Year of Faithful Service 








R. F. Mooney Claims 
Bankruptcy Liability 
Laws Harsh to Insurer 


When a life company is faced with 
the harsh requirement of double lia- 
bility as 
Lake 
harshness is in the 
statute and not in 
the court’s opin- 
ion,” Richard F. 
Mooney, assistant 
counsel, North- 
western Mutual 
Life told the legal 
section of Ameri- 
can Life Conven- 
tion in Chicago. 

Mr. Mooney dis- 
cussed in detail 
the present situation of the insurance 
companies which make payments ei- 
ther of cash loan values to owners of 
life insurance policies or to benefici- 
aries of policies who are in the process 
of bankruptcy. The Lake case required 
that a life company which has paid 
cash loan values, in good faith, to a 
policyholder not disclosing the pending 
bankruptcy proceedings against him, 
to pay the amount again to the trustee 
in bankruptcy. 


Prior to the Lake case decision 
life companies had relied upon the 
Frederick case which in effect said that 
protection should be given to innocent 
third parties dealing with the bank- 
rupt’s property, namely, life insurance, 
after the filing of the bankruptcy pe- 
tition. The Lake case ruled that insur- 
ance policies were not to be regarded 
as in a separate category from other 
property of the bankrupt, subject to 
exemption under state laws. 

The probem of course is finding out 
whether or not people applying for 
policy loans are involved in bankrupt- 
cy proceedings. Some companies have 
already decided to make investigations 
on policy loans over a certain minimum 
amount. 

Mr. Mooney’s conclusion was that 
the questions raised by the Lake case 
would have to be resolved by remedial 
legislation. 





Richard F. Mooney 





Leggett Says U. S. Prodding 
Helps Solve Problems 


(CONTINUED FROM PAGE 22) 
the federal system, the individual citi- 
zen, the policyholder, would find it 
much more difficult to personally 
bring his problem to the attention of 
the chief regulatory official. Under 
state supervision, the office of the com- 
missioner, superintendent or director 
is always open to the public. The 
policyholder can go into that office, 
be heard and, if possible, be helped. 
The distances involved make it im- 
possible for him to go to Washington, 
or some district office, to present his 
problem and obtain the help he needs. 


Also, federal agencies tend to be- 
come impersonal. Removed geograph- 
ically and by administrative organiza- 
tion from close contact with the pub- 
lic to be served, response to the wishes 
and needs of the citizen is sometimes 
sluggish. State insurance departments 
on the other hand are close to the 
people they serve geographically, and 
whether the state regulatory official is 
elected or appointed he is peculiarly 
subject to the will of the citizens of 
his state. 


in the 
case, “the 





Life Companies’ 


‘55 Tax Bill to 
Top Half-Billion 


The life company tax bill cover 
the operations for year 1955 will prob. 
ably be in excess 
of half a billion 
dollars, said 4A). 
fred N. Guertin, 
actuary of Ameri- 
can Life Conven. 
tion, reporting at 
the executive ses. 
sion Wednesday, 

Mr. Guertin said 
state taxes and 
other state imposts 
will amount to 
about $242 million, 
The exact amount 
of the bill for federal income taxes is 
still somewhat indefinite because of 
legislaticn pending before Congress, 
However, computed on the same basis 
as the taxes paid on the business of 
1954, the amount would be upwards of 
$189 million. It will be seen, said he, 
that the quotation used in past reports 
that out of every $100 of premium in- 
come about $3.50 is paid in taxes is a 
valid one currently, further, there is 
every indication that the estimate is 
on the low side. This is an extremely 
heavy burden to be imposed upon the 
most persistent savers in our nation, 
the policyholders of American life 
insurance companies. While the burden 
of payment falls first upon the com- 
panies, its impact is felt directly by 
the policyholders in an increased cost 
in their insurance. 

At the end of 1954 ALC companies 
had in force 99% of the ordinary, 91% 
of the industrial, and 99%of the group 
insurance in force in the United States. 
The interest of American life com- 
panies in A&H has been increasing 
from. year to year, and in 1954 mem- 
ber companies collected 63% of the 
A&H premiums collected by all com- 
panies doing an A&H business, in- 
cluding casualty companies and fra- 
ternal sccieties. 





Alfred H. Guertin 





Help your prospects and 

clients to adequate life in- ZELL 
surance, with proven-suc- COIN- 
cessful Zell Thrift Banks. 

The mechanical magic of A-DAY 
@ coin-a-day makes it easy WAY 


to save .. . easier to close 
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Leading Home Offices, 
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ALC Chief Stresses Life Company Tax Basis 


(CONTINUED FROM PAGE 17) 





a 


nation’s economy. Otherwise we would 
very possibly end up in mortgaging 
our future and that. of succeeding 
generations by a continuation of the 
extension of our country’s social wel- 
fare plans.” 

He said expansion of benefits at the 
expense of the government is attrac- 
tive to a large segment of the popula- 
tion who are not familiar with the final 
effects and who pay the final costs. 
He said he hoped Congress will adopt 
a statesmanlike attitude, give the 
matter its careful consideration and 
not permit their judgment to be 
swayed in order to gain popularity 
with the electorate. 

“We are presently operating in the 
most favorable business climate which 
our country has ever enjoyed,” he 
said. “Our economy has reached boom 
proportions and promises to continue 
at present high levels. 

“We in the life insurance business 
have profited by this prosperity. Gains 
in the writing of new business have 
been chalked up each and every month 
and are continuing. Our assets in- 
creased $2.9 billion during the first 
half of the year. Other savings insti- 
tutions, such as mutual savings banks, 
mutual funds and building and loan 
associations are showing great pro- 


gress. 

“Naturally,” Mr. Hubell said, “the 
thought arises as to the duration of 
this high peak of business activity. It 
is being sustained by an increase in 
private spending rather than by larger 
expenditures of the government. Ex- 
tension of credit has been very im- 


portant in increasing sales of all goods, 
particularly of homes and automobiles. 
At the end of 1954, mortgages on non- 
farm homes amounted to more than 
$75 billion. Automobile installment 
credit by the end of June totaled more 
than $12 billion. All debt, public and 
private, is now more than $606 billion, 
or $12,923 for every American family. 
This is an increase of $200 billion since 
1946. The largest increase is in private 
debt, which more than doubled during 
this period and now stands at $342 
billion. In a growing economy one ex- 
pects an increase in debt, but when it 
exceeds twice the annual income of all 
our people, it is time to give the sub- 
ject very careful consideration. 

“A note of warning has been sounded 
by the federal reserve system,” he 
said. “The rediscount rate of the 
various Federal Reserve banks has 
been raised in order to curb unwise 
and inflationary lending by the com- 
mercial banks. The terms of FHA and 
VA mortgages have been changed by 
shortening maturities from 30 to 25 
years and by increasing the required 
down payments by 2% in order to 
prevent too great an expansion in the 
home building industry. 

“Offsetting these very sound deci- 
sions of the monetary authorities are 
the inflationary possibilities in the 
terms of the labor contracts which 
have been negotiated recently. It will 
be difficult, if not impossible, for all 
employers to increase the productivity 
of labor sufficiently to meet the in- 
crease in hourly costs. 

“With business expanding and wage 
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costs rising, it is difficult to see any- 
thing but higher prices throughout our 
economy. There is one exception and 
that is in the prices of agricultural 
products which will do well if they do 
not decrease. This spells out another 
dose of inflation. Whether it is a mild 
one or a strong one will depend on the 
reaction of the buying public. This 
group at present is very price con- 
scious, and although in a mood for 
satisfying its wants, it demands good 
value in its purchases. 

“This makes certain that in our 
competitive economy, producers will 
take every practical measure to keep 
their prices down. They will take 
every possible step through research 
and modernization of plant to keep 
their costs down. Should this - effort 
fail, they will of necessity be com- 
pelled to cut their profit margins 
which might be disastrous for mar- 
ginal producers. It would seem that 
business in general should continue at 
high levels, but whether they will ex- 
ceed those of this record breaking year 
of 1955 remains to be seen. 

“Our business will continue to pros- 
per for a number of reasons. The most 


important one is the fact that each 
year we have more and better trained 
agents. The ALC has, for many years, 
encouraged the education and training 
of agents through its Agency Section. 

“We have realized for the past half 
century that in order to conserve the 
best interests of our policyholders, we 
should join together in this great 
American Life Convention. As long as 
we keep this purpose in mind, disre- 
garding individual differences and 
advantages, and work for the common 
good, this convention will grow and 
prosper.” 


Travelers Names Niles 


Manager at Buffalo 


W. Wesley Niles, manager of life 
and A&H of Travelers at Halifax since 
1952, has been transferred to Buffalo 
in the same capacity to succeed Man- 
ager Harlan T. Walker, who has retired 
after 42 years with the company. 

Mr. Niles joined Travelers as field 
supervisor at Toronto in 1947 and was 
named assistant manager in 1950. 

Mr. Walker joined the company at 
Baltimore in 1913 and served at Minne- 
apolis, Pittsburgh and St. Paul before 
going to Buffalo as manager in 1932. 





America’s Informal Business Capitol 


The Greenbrier’s new West Wing offers groups up to 
1000 the finest and most modern meeting facilities 


to be found. 
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air-conditioned comfort for all types of functions. 
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Kalmbach Scores Variable 
Annuity, ‘Special’ Policies 


(CONTINUED FROM PAGE 1) 
measured by the relationship between 
stock prices and the cost of living. 
Moreover, it is evident from the ex- 
perience of the last 25 years that we 
must expect occasional periods when 
stock prices will remain at a more or 
less stationary level, or will actually 
decrease, while there is at the same 
time an increase in the cost of living.” 

Mr. Kalmbach said many policy- 
holders have short memories and for- 
get much that was told them at the 
time of sale, particularly the more 
complicated and technical figures. Re- 
cently a Massachusetts Mutual annu- 
itant wrote to the company suggesting 
that it would no doubt want to dis- 
continue annuity payments since he 
had already received income totalling 
the purchase price. 

Downward variations in the income 
provided by variable annuity contracts 
would, in Mr. Kalmbach’s opinion, re- 
sult in severe criticism of the institu- 
tion of life insurance by those annu- 
itants who are dependent wholly or to 
a very great extent upon the varying 


es, the life 
nevertheless, 


lar payments. 


other hand to sell 


confusing to the point of being dan- 


all effectiveness, he opined. 
“If enabling legislation were passed 


income from such contracts. Despite 
all that has been said about the hard- 
ship to annuitants under fixed dollar 
contracts during periods of rising pric- 
insurance business has, 
experienced very little 
criticism, he said. He believes this is 
because an investment in contracts is- 
sued by life insurance companies has 
been recognized as an investment in 
guaranteed security, and that there 
has been a clear understanding that 
such contracts provide for fixed dol- 


As to possible adverse effects of the 
variable annuity upon the field map, 
Mr. Kalmbach said it would seem par- 
adoxical to train life insurance sales- 
men on the one hand to sell fixed dol- 
lar life insurance contracts and on the 
contracts with 
benefits that vary with variations in 
stock prices. The introduction of this 
new concept into the sales procedures 
of the great body of salesmen who 
have been trained in the fixed dollar 
philosophy of life insurance might be 


gerous and would reduce their over 





IMAGINE! 




















TIMES 
as Much Protection 


Just imagine a $5000 Preferred Whole Life Policy which provides 
$20,000 of protection by use of a $15,000 convertible, non reducing 
Multiple Protection Rider. This contract has a low guaranteed 
premium and a very low net cost and high cash values. We call it 
Quadruple Protection. May be issued Substandard. 


Quadruple Protection may be issued on a 10, 15 or 20 year plan. 


For further information write your nearest U. S. Life General 


Agency or to The Agency Department S.P. 


Rush me information on your Quadruple Protection Plan. 


Name 





Address _ 





City & State 








THE UNITED STATES LIFE INSURANCE COMPANY 
84 WILLIAM STREET * NEW YORK 38, N. Y. 











in the various states, it is likely that 
many companies would be organized 
for the main purpose of selling variable 
annuities,” said Mr. Kalmbach. “I be- 
lieve we would have to expect some 
of the business of such companies to 
be sold by opportunists who might 
well have no great concern about the 
long-term standing of the life insur- 
ance business with the public, or 
whether the purchaser of a variable 
annuity has also made provision for a 
minimum fixed dollar income. In this 
connection, I well remember some of 
the tales I was told years ago about 
the sales presentations, based upon 
the record of certain life insurance 
company stocks, that were made by 
some of the specialists who were so 
successful in selling stock-with-policy 
business when such business was 
thriving in several of our states. 

“In my opinion many variable an- 
nuity salesmen would indicate that, 
in the course of time, the purchaser 
could expect an increasing income be- 
cause of inflation with resulting in- 
creased stock prices, since this would 
be their most effective sales presenta- 
tion. This might well result in the im- 
pression that inflation is something 
fundamentally advantageous to the 
purchaser. Therefore, if life insurance 
companies generally were to advocate 
the variable annuity principle, I be- 
lieve that, contrary to tradition, they 
would be in the position of impeding 
rather than helping the federal gov- 
ernment in its efforts to resist infla- 
tionary pressures and to stabilize the 
dollar. 


“I am opposed to the sale of in- 
dividual variable annuities mainly be- 
cause of my feeling that the chief re- 
sponsibilty of life insurance compan- 
ies is to furnish insurance protection, 
and because of my conviction that the 
sale of variable annuities generally 
would, in the long run, interfere with 
the adequate performance of that re- 
sponsibility due to adverse effects on 
both our field representatives and the 
standing of our business in the eyes of 
the public.” 

Discussing the comparatively recent 
emphasis upon cost in national adver- 
tising, Mr. Kalmbach warned that cost 
advertising, if over-emphasized, may 
well give the public the impression 
that cost is the all-important factor 
in purchsing life insurance, and that it 
is not at all necessary to have the ad- 
vice and counsel of an experienced 
life agent. Also, if this type of adver- 
tising is continued and is effective, it 
could well bring about the sale of life 
insurance across the counter, or even 
the formation of life companies for the 
sole purpose of selling directly with- 
out the service of agents. 

These possible developments may at 
first glance appear rather far-fetched, 
he conceded, but he reminded his au- 
dience that there has already been at 
least one attempt at across-the-coun- 
ter selling. Also, those who live in 
states permitting savings bank life in- 
surance know that this form of across- 
the-counter selling would increase 
considerably if life companies were to 
promote vigorously the idea that the 
cost of life insurance is the all-im- 
portant factor. 

“It would appear, however, that the 
most serious danger of cost advertis- 
ing is that, if carried to extremes, it 
may lessen the importance and pres- 
tige of our field representatives in the 
eyes of the public, and thus have an 
adverse effect over the years upon 
the progress of our business and, in 
turn, upon our service to the public,” 


—<—<——— 


Mr. Kalmbach said. 

Discussing special policies, Mr, 
Kalmbach said a lower than normal 
net cost would appear to be justified 
for special policies on which there are 
savings from lower commission rates, 
However, serious equitable and prac- 
tical questions loom up if the net cost 
under policies on a single plan is fg. 
vored by reason either of the imposi- 
tion of a high minimum amount or of 
more severe underwriting rules, or of 
both. If, for example, an individual 
purchasing a large amount of insur. 
ance and satisfying rigid selection re. 
quirements is granted concessions in 
cost on any single plan of insurance, 
it seems illogical to refuse similar con- 
cessions to another equally insurable 
individual applying for the same 
amount but on a different plan. 

“In view of the attitude of the New 
York insurance department, as gen- 
erally understood, most of us were 
probably somewhat startled by the 
ruling of the department permitting 
gradations in premiums according to 
policy size, provided the arrangement 
is applied to all plans of insurance,” 
said the speaker. “‘There is, of course, 
no doubt that overhead expenses per 
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$1,000 of insurance are reduced with 
gn increase in the average size of pol- 
icy. It should be kept in mind, how- 
ever, that if our companies go too far 
in reflecting unit overhead expenses 
in the cost of insurance, we shall end 
up with a burdensome proportion of 
overhead expenses being charged to 
policyholders buying small amounts of 
jife insurance. This would result in 
the necessity of having to charge such 
high premiums for small policies that 
our service to the public in this area 
would be materially limited. 


“Admittedly, special and high mini- 
mum amount policies present prob- 
lems which are difficult to solve satis- 
factorily. I strongly urge that, in try- 
ing to solve these problems, we con- 
tinue to keep in mind the importance 
of maintaining the greatest possible 
equity among our different classes of 
policyholders, but at the same time 
that we continue to recognize our im- 
portant responsibility for conducting 
our business in such a manner that 
we are able to fulfill our social obli- 
gation of insuring the public upon a 
broad and adequate basis.” 

Cautioning on competitive excesses 
in group, Mr. Kalmbach said that to 
continue to grow at a _ satisfactory 
pace “we shall have to be able to at- 
tract increasing numbers of high grade 
salesmen, and I believe this can be 
done only if the character of our bus- 
iness is such that capable field repre- 
sentatives can expect favorable earn- 
ings. It, therefore, appears especially 
important for life insurance compan- 
ies to make every effort to avoid prac- 
tices which might have a limiting ef- 
fect upon the possible incomes of their 
field representatives, and as a result 
the quality of their representation.” 
Mr. Kalmbach doesn’t agree with 
those who feel life insurance isn’t do- 
ing as good a job as it did some years 
ago. At the end of last year life in- 
surance in force in U.S. life compan- 
ies was 137% of disposable personal 
income as against only 124% for the 
year 1929, the peak of our previous 
most prosperous period. This is with- 
out considering the tremendous addi- 
tional coverage of government life in- 
surance, social security, savings bank 
life insurance, and fraternal life in- 
surance. 


Since the object of life insurance is 
protection rather than. the accumula- 
tion of savings, Mr. Kalmbach feels 
that the proper measure of the busi- 
hess’s progress is to relate life insur- 
ance in force to disposable personal 
income rather than relating premiums 
to disposable personal income, al- 
though even on the latter basis it will 











Julius Sackman of the New York de- 
partment pictured with A. T. Collier, 
Vice-president and general solicitor of 


John Hancock, at the ALC meeting in 
Chicago. 
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be found that life companies are meas- 
uring up to the challenge of the times. 

Preparing for his talk, Mr. Kalm- 
bach sent questionnaires to ALC com- 
panies asking for appraisal of 15 sug- 
gested factors other than favorable 
economic conditions that could be con- 
sidered responsible for the remarkable 
performance of the life companies in 
the last several years. Development of 
agency force through training and su- 
pervision was ranked first by the an- 
swerers. Second was development of 
agency force by increasing the num- 
ber of agents. These factors scored so 
far ahead of all others that for both 
large and small companies the other 
factors could only be considered mi- 
nor. 

Next in rank were expansion of op- 
perating territory, diversity and liber- 
ality of policy forms, and change of 
emphasis in the character of new busi- 
ness, the last indicating a greater em- 
phasis on protection forms of policies. 
The special or high-minimum-premi- 
um policy was ranked sixth in im- 
portance. 

Favorable net cost position ranked 
ninth over-all, but was given fifth po- 
sition by the larger companies hav- 
ing more than $1 billion in force. 


“It is interesting that in general the 
smaller the percentage increase in 
sales since 1949, the greater the im- 
portance placed on favorable net cost 
position,” said Mr. Kalmbach. “Low 
gross premiums were not considered 
significant by the large mutual com- 
panies, and strangely enough the em- 
phasis on this by the smaller com- 
panies varied inversely with percent- 
age increase in sales. Advertsing, of 
all classes, was considered to have very 
little significance as a factor in in- 
creasing production. 

e o o 

“Perhaps the most surprising result 
of the questionnaire was the disclosure 
that most company officials consider a 
favorable net cost position to be rela- 
tively unimportant as a factor in bring- 
ing about increased production. Con- 
firmation of their opinions was re- 
vealed by the record of a large group 
of companies whose relative net cost 
positions, as measured by illustrations 
on current issues, had declined be- 
tween 1939 and 1954. A study dis- 
closed that the production of these 
companies had a considerably better 
than average increase during that 15- 
year period in spite of their relative- 
ly poor net costs. There is certainly 


evidence that a favorable net cost po- 
sition will not build production at a 
satisfactory rate without a growing 
and capable sales organization.” 

The questionnaire also requested 
opinions as to the most significant 
factors in the improvement in pro- 
duction during the propserous years 
of the ’20s. For the ’20s, by far the 
greatest emphasis was placed on de- 
velopment of agency force by increas- 
ing the number of agents. Also, fa- 
vorable net cost position and low 
gross premiums were considered much 
more important than for the more re- 
cent period of expansion. Though for 
the period 1949-54, the most signifi- 
cant factor was given as development 
of agency force through training and 
supervision, for the ’20s this was con- 
sidered relatively insignificant, rank- 
ing seventh. 

From the foregoing Mr. Kalmbach 
concluded that the intensive training 
and supervision of agents is a com- 
paratively new development in the 
business—a development of the pres- 
ent generation; and, second, that with 
a properly trained sales force the ques- 
tion of favorable net cost position is 
relatively unimportant in bringing 
about increased production. 
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Building for the future 


Throughout Life of Georgia’s territory, modern 





district office buildings are rapidly replacing 
older facilities. The new buildings are designed 
on a standard plan for efficiency, comfort, and 
convenience. They are completely air-condi- 
tioned. Fifty such buildings are in use. Six others 
will be completed early in 1956. 
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State Mutual Revamps 


Its Field Magazine 


State Mutual Life’s field force pub- 
lication, known as Field Service for 34 
years, has been renamed The States- 
man and completely revamped under 
= guidance of Editor William A. Lou- 

ier. 

Art work, copy slant and layout are 
coordinated to reflect a forward look. 
The Statesman, according to an intro- 
ductory article, comes at a time when 
the company is building a new home 
office, expanding its agency organiza- 
tion, enlarging its work force, and in- 
creasing its insurance in force. 

In a contest among agents to select 
a new name for the monthly magazine, 
Robert R. Ullom, Norfolk, Seymour 
Benson, Hartford, and Sol Schumsky, 
New York, tied for an appropriate 
award. 


Grant Hall Dedicated at K.C. 


Grant hall, new education building 
at the Kansas City Conservatory of 
Music, has been formally dedicated. 
Mrs. W. T. Grant, for whose late hus- 
band the building was named, and her 
son W. D., vice-president of Business 
Men’s Assurance attended the cere- 
mony. 

W. T. Grant, was founder of B.M.A. 
and chairman of the board. 








Reimer to Richmond Actuary Firm 
John R. Reimer has joined the Rich- 
mond, Va., sfaff of Bowles, Andrews 
& Towne, actuarial and management 
consultant firm which also has of- 
fices at Atlanta and New York. 

Mr. Reimer, an associate of Society 
of Actuaries, began his career with 
Reliance Life in 1950 and joined Lin- 
coln National Life after the two com- 
panies merged. 





Brooks Sells Texas Insurer 

Pierce P. Brooks resigned the presi- 
dency of National Bankers Life of 
Dallas and sold controlling interest in 
the company, which he founded in 
1945, to ICT group. 

He will devote his time to Union 
Bankers which he organized two years 
ago and of which he is president. Mr. 
Brooks is president of National Assn. 
of Life Companies. 


23 Attend N.Y. Life Group Class 

Twenty-three members of New York 
Life’s group field sales organization re- 
cently completed a training course at 
the home office. They studied various 
aspects of group underwriting, sales 
and administration. 








New President for Colo. Insurer 

S. E. McCreless is the new president 
of Guarantee Reserve Life of Fort Col- 
lins, Colo. He succeeds S. Sherritt, who 
sold his controlling interest in the 
company to Mr. McCreless. 

Mr. McCreless also is president of 
American Hospital & Life. Mr. Sherritt 
controls Bankers National of Phoenix. 


Start DITC Courses 


in Indiana, Plan Others 


Disability Insurance Training Coyg. 
cil courses under way and p 
throughout the country are as follows. 

A course is in progress in Indiana. 
polis, jointly sponsored by Indianapolis 
Assn. of A.&H. Underwriters and Byt. 
ler university. Indianapolis Assn, of 
Life Underwriters cooperated in pro. 
moting the course. 

William Cook, educational director 
of Great American Reserve, will begin 
a course in Dallas Oct. 27. Houston 
plans a course under William Delaney 
of American General Life. Dates wij 
be announced later for courses planned 
at several places in Florida and at 
Birmingham, Cincinnati, Columbus, 0, 
Grand Rapids, Flint and Eau Claire 
Wis. 

_DITC has certified 30 instructors 
and anticipates all will be teaching 
courses by the end of the year. 





Name Stottrup at Decatur 

S. B. Stottrup has been named gen. 
eral agent at Decatuz, IIl., for Mutual 
Benefit H.&A., and United Benefit 
Life succeeding W. O. Hoogestraat who 
has retired after 27 years with the 
companies. 

Mr. Stottrup joined the companies 
at Waterloo, Ia., and in 1952 was pro- 
moted to the home office sales training 
division. Two years later he was named 
director of the Great Lakes region. 


Blue Cross-Shield Win on Reports 

Three Blue Cross and Blue Shield 
plans have won top honors in the 
health insurance category in the annual 
survey of annual reports sponsored by 
Financial World, national weekly mag- 
azine. Associated Hospital Service of 
New York. won the top award for the 
fourth consecutive year. Medical 
Service Assn. of Pennsylvania, a Blue 
Shield plan, was runner-up, and Inter- 
mountain Hospital Service, Utah, 
placed third. 


Davies Raised by Yates-Wood 


William W. Davies has been named 
assistant general agent of Yates-Woods 
agency of Massachusetts Mutual Life at 
Los Angeles. He joined the agency in 
1948. 


Oslo Insurance Man Visits U.S. 


Herluf Steenberg, vice-president of 
Brage Life of Oslo, Norway, is on a 
three month tour of the U.S. to study 
ideas in sales promotion, public rela- 
tions and the training of life insurance 
agents. 











Opens New Branch in Ontario 


Great-West Life has appointed Les- 
lie Reichardt manager of a new branch 
at Peterborough, Ont. He joined the 
company there in 1948. He is president 
of Peterborough Life Managers Assn. 
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Variable Annuities Top Interest of Actuaries 


(CONTINUED FROM PAGE 1) 





of a joint LIAA-ALC subcommittee. 
He said the group is working on a 
draft of a model bill for use in the 
various states which desire to enact 
such legislation. He described types of 
annual premium deferred annuities be- 
ing offered for sale by two companies. 
He pointed out the need for enabling 
legislation for life companies, parti- 
cularly as a result of the need for 
segregation of assets and described the 
requirements of such legislation. Final- 
ly, he discussed the considerations 
and imponderables involved in the de- 
cision to issue variable annuity con- 
tracts. 

R. F. Duncan, Teachers Insurance 
and Annuity Assn., described the con- 
tract offered by College Retirement 
Equities Fund and stressed the similar- 
ity of variable annuities to participating 
annuities. He emphasized the impor- 
tance of a balanced program but in- 
dicated that such balance could be 
afforded by another company or by 
other investments. He advocated ig- 
noring OASI benefits from the stand- 


point of balance since they contain 
elements of both a fixed and a variable 
nature. 

Meyer Melnikoff, Prudential, said his 
company had concluded that the fixed 
dollar annuity was no longer the sole 
answer to the annuity problem. He 
emphasized that little was yet known 
about policy requirements but stressed 
the “importance of making the contract 
very clear as to the essential nature 
of the coverage provided.” He also felt 
that the method of determining the 
dollar amount of benefit should permit 
ready verification. The basic varia- 
tion in benefits should reflect only in- 
vestment experience. He stressed the 
importance of surrender values in in- 
dividual contracts and urged spread- 
ing payments over at least 36 months. 

-_ 7 e 

J. R. Gray, Canada Life, reminded 
the group of the ultimate insolvency 
of a small Canadian company which 
had offered variable annuity contracts 
for sale on a guaranteed expense basis 
with no means of providing for any 
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increase in the cost of doing business. 

Arthur Pedoe, Prudential of Lon- 
don, urged caution with the remark 
that the business has prospered by 
removing fluctuations, not by provid- 
ing them. He also urged that only 
paid-up annuities be granted upon 
surrender of any annuity contract. 

M. A. Ellis, Metropolitan Life, re- 
viewed his company’s objections to 
variable annuity contracts and stressed 
the absence of adequate supervisory 
standards and the need for greater 
regulation than in the case of life in- 
surance. Every effort should be made, 
instead, to curtail inflation. 

H. E. Lawson, National Life of Can- 
ada, transferred the variable idea from 
ordinary annuities to reversionary an- 
nuities and on to life insurance and 
pointed out the dangers inherent in 
such a progression. 

K. P. Gibson of Towers, Perrin, For- 
ster & Crosby called for clarity in the 
type of currency to be used for pay- 
ments. 

L. M. Dorn, New York Life, stated 
that his company had as yet reached 
no decision about variable annuities. 
He stated that the guarantee of ex- 
pense and mortality bases would place 
life companies apart from mutual 
funds and would necessitate the ac- 
cumulation of surplus or contingency 
reserves. 

H. E. Blagden, Prudential, clarified 
the method to be used by his company 
in reflecting investment results. 

L. E. Coward, W. M. Mercer, Ltd., 
said it was the responsibility of the 
life companies to provide dollars of 
income in return for dollars of pre- 
mium deposits rather than to “pro- 
vide income for the aged.” 

In the discussion on underwriting, 
opinions differed on the value of a 
second medical examination: E. M. Mc- 
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Rae reported that studies at New York 
Life showed it was rarely of any 
underwriting value. However, &. 
Lew said Metropolitan Life had found 
it of definite value on applications 
over $50,000, particularly if the ex- 
aminations were made on differen 
days. F. G. Whitbread, Lincoln Ng. 
tional Life, reported that his company 
was experimenting with the use of 
$100,000 examiners, specially selecteg 
doctors who are either cardiologists oy 
internists. B. S. Pauley, Prudentig] 
said his company’s studies indicated jt 
was highly desirable to have the ex. 
aminations made on different days, 
I. R. Taylor, London Life, commented 
that the knowledge that a second ex. 
amination may be made should assure 
consistent quality. 

Special heart reports have been usej 
by Metropolitan Life for 30 years ang 
its underwriters feel they develop 
more information concerning murmurs 
and arrythmias. However, London Life 


practically never uses them, relying |' 


instead on a recheck or alternate ex. 
amination. 

The companies generally require a 
home office urinalysis where there js 
any suspicion or history of glycosuria 
or diabetes, nephritis, or any genito- 
urinary disease, or wherever the 
amount is over, say, $25,000. In addj- 
tion, many companies have an age 
limit, Lincoln National Life, for ex- 
ample, requires it on all applicants 
over age 60. 

Where company rules called for elec- 
trocardiograms or chest x-rays the 
resulting declination rate was twice 
the normal, according to E. M. Mc- 
Rae, New York Life. This requirement 
is also considered to have a deterrent 
effect on applicants who are trying 
to conceal cardiovascular impairments. 
W. A. Keltie reported that the Great- 
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west Life varies electrocardiagrams 
and x-ray requirements according to 
the blood pressure of the applicant. 

There was general agreement that 
statements from attending physicians 
were of real underwriting value, par- 
ticularly where the applicant report- 
ed a “routine checkup.” Equitable So- 
ciety found that 10% of such state- 
ments were helpful in appraising a 
risk, according to. A. A. Windecker. 
Possibly reports on young applicants 
are not as important and can in some 
cases be safely dispensed with. 

Many speakers presented evidence 
to show that inspection reports were 
not justified at the younger ages and 
smaller amounts; perhaps the custom- 
ary limit was in the neighborhood of 
$2,500. However, several actuaries em- 
phasized that in cases of unusual ben- 
eficiary designations, divorced or sep- 
arated applicants, a report should be 
secured. In addition all cases were 
spot-checked on a random basis to 
serve as a control. 

Speakers discussing use of electron- 
ic computers for determining aggre- 
gate amounts of policy reserves for 
annual sttement purposes indicated 
there is no one method or system 
which will be automatically adopted 
because of the availability of such 
machinery. Past procedures and sup- 
plementary information desired or re- 
quired in each individual company are 
important factors in the ultimate de- 
cision for any company. 

R. E. Slater, John Hancock, said 
other office applications for which the 
computer will also be used may be a 
deciding factor as to which type of 
valuation method will be selected. In 
his company, the computer is used 
primarily for premium billing and ac- 
counting and, hence, the seriatim 


method of valuation is used for pre- 
mium-paying policies. However, the 
group method is used for paid-up pol- 
icies. M. V. Donovan, Metropolitan 
Life, pointed out that traditional at- 
tained age and retrospective methods 
—being less flexible—will perhaps be 
used but little. Mr. Rood said Lincoln 
National Life will abandon the attained 
age method previously used and adopt 
the seriatim method. M. R. Cueto, New 
York Life, on the other hand, stressed 
the many related advantages of the 
group method (all policies for one age 
for each plan grouped by year of is- 
sue) and stated that his company will 
use that method. 

G. O. Head, U. S. Life, pointed out 
that traditional valuation methods now 
used were dictated largely by machine 
facility for sorting and classifying. The 
new electronic computers, on the other 
hand, have. great facility for large- 
scale multiplication and will tend to 
do away with valuation methods such 
as the attained age and retrospective 
methods in which multiplication oper- 
ations are kept to a minimum. 

On the question of reserve verifi- 
cation procedures several speakers 
commented on the extreme accuracy 
of the electronic computer devises. 
W. A. Kraegel, Northwestern Mutual 
Life, pointed out that alternate meth- 
ods of calculation could be performed 
simultaneously internally by the com- 
puter thus insuring calculation acu- 
racy. Fundamentally, however, the 
best place to insure accurate reserves 
is in the checking of the programming 
of the operation. 

Several pointed out the need of ob- 
taining the cooperation of govern- 
mental insurance supervisory authori- 
ties in establishing methods of valua- 
tion and especially in the verification 








I Aladdin 







Write: G. Frank Clement, 


Geld underwritec, could 
he wis 2 for MORE! 


A fast growing, progressive company. 
A definite plan for advancement. 

A new and modern contract. 

A liberal financing plan. 

A bonus of $1.50 per thousand on paid 
business for NQA winners. 

A bonus of $550.00 for receiving 
C. L. U. designation. 





wetée a~ 





















——” 


Roanoke 10, Virginia 


INSURANCE COMPANY, 





INC. 


Paul C. Buford, President 


of the reserves. The hope was ex- 
pressed that insurance departments 
would be willing and able to abandon 
the complete arithmetical check of re- 
serves substituting necessary test 
checks as needed. 

H. J. Stowe, Manufacturers Life, and 
several other speakers stated that oth- 
er policy operations such as dividend, 
loan, and non-forfeiture calculations 
were easily integrated with valuation 
procedure, if desired. 

In opening the discussion on insur- 
ing groups of 10-24 lives, A. G. Weav- 
er, John Hancock, cited his company’s 
objectives of encouraging the field 
force to write group coverage, meet- 
ing social obligations and streamlin- 
ing group operations by using simpli- 
fied plans and procedures. P. A. Alex- 
ander, London Life, described his com- 
pany’s plans and their control of anti- 
selection by distinguishing between 
rank and file employe and senior per- 
sonnel. New York Life’s plan, accord- 
ing to J. W. Moran, is standardized 
and simplified for marketing by or- 
dinary agents; life insurance was writ- 
ten on individul contracts under a 
master agreement, while health cov- 


erages were on a group basis. N. H. 
Fischer, Aetna Life, discussed the 
problems involved in converting exist- 
ing plans that are now in the 10-24 
life class to miniature group plans. 

R. J. Mellman, said Prudential at- 
tacked the problem of large maximum 
amounts of group life by building up 
a special reserve fund in one to three 
years, or by pooling premiums and 
claims on the excess amounts. Metro- 
politan Life considers the size and 
composition of the group, G. W. Fitz- 
hugh said, and insists on a material 
reduction, such as one-half, at age 65; 
they will also not apply the installment 
disability benefit to the increased 
amounts. J. B. Walker, Canada Life, 
said one state department refused to 
approve the issuance of excess 
amounts of insurance on a medical 
basis on the grounds that this test of 
insurability was not a condition of 
employment. 

With respect to group major medi- 
cal coverage, Mr. Mellman said Pru- 
dential had favored a “per family” 
deductible but is now featuring a “per 
individual” deductible. He cited a 

(CONTINUED ON PAGE 35) 
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Provident, N.D., Head 
Warns Stockholders of 
Possible Raid Menace 


To alert stockholders against unwit- 
ting aid to “raiders” and the danger of 
selling out too cheaply, President H. 
A. Jones of Provident Life of North 
Dakota has written all shareholders, 
urging the wisdom of retaining their 
holdings and asking them, if they must 
sell, to notify the management first of 
any offer. 

The letter followed reports that an 
outside group was attempting to ac- 
quire Provident Life stock. The rumors 
were denied by associates of the par- 
ties said to be interested. 

Mr. Jones cited recent magazine ar- 
ticles dealing with “raids” on compa- 
nies and struggles for stock control. He 
wrote: “Throughout the country var- 
ious interests are on the lookout for 
companies that present opportunity for 
fast millions from fast deals. They are 
interested in buying and liquidating 
companies. They are interested in tak- 
ing over companies with sound re- 
serves and gaining control of such 
funds. They are interested in buying 
stocks of companies not listed on an 
exchange at prices below their value, 
through private, isolated sales, from- 
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STATE MANAGERS ATTENTION 


Old established Life, H & A Company ex- 
panding into new territory needs State 
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perienced, capable, and successful, and 
want to be shown how you can make more 
money, WRITE. Describe in detail your ex- 
perience, qualifications and state when you 
could be available. Our agency force is 
aware of this ad. Write Box H-72, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








ASSISTANT ACTUARY WANTED 


Rapidly growing Colorado Life and Acci- 
dent and Health Company has opening for 
an assistant actuary, age 20 to 30, with 
two or more society examinations. Salary 
open. Address Box H-60, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











OPPORTUNITY IN LIFE 
SALES 


Leading Midwest Life and Accident & Health 
Company seeks man with Life Sales experience 
to join bus'ness development department. We 
will furnish you with an office, secretarial service 
and leads. Tep renewal commission paid to 
proven producer. Write giving full personal and 
business data. All replies confidential. 


R. D. Slodd, Agency Director, 308 No. Michigan 
Avenue, Chicago, III. 
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W. Jackson Bivd., Chicago 4, Ill. 











Pa. Removes 5% Expense Limit 
Gov. Leader of Pennsylvania has 
signed a bill removing a restriction 


which prevented fraternals whose 
funds exceeded 100% of entire benefit 
liabilities from using a portion of the 
excess, limited to 5% of contributions 
made during the previous year to the 
mortuary fund, for paying organization 
expenses. 


Controllers to Conduct 
Life Conference Nov. 8 


A life insurance conference will be 
held Nov. 8 at the annual national con- 
ference of Controllers Institute of 
America Nov. 6-9 at Los Angeles. 

C. W. Saddington, chief accountant 
of Confederation Life, assisted by 
W. D. Holt, comptroller of Provident 
Mutual Life, will preside at a round- 
table discussion. 

Speakers and topics will be: Burnell 
H. Miller, vice-president and control- 
ler of State Farm Life, on cost allo- 
cation; E. M. Karrmann, treasurer and 
controller, American United Life, on 
budgetary control: and J. McCall 
Hughes, vice-president and comptrol- 
ler of Mutual of New York on com- 
pany organization. 


owners who do not know what they 
should or could expect to receive.” 

Noting that it semed “timely” to dis- 
cuss ownership of Provident Life 
stock, the president pointed out that 
each stockholder has an interest in 
knowing what the stock is worth and 
what income it will bring. 

Provident stock, not listed on any ex- 
change, has a par value of $10 a share. 
He explained the meaning of book val- 
ue and market value. In the case of 
market value, management may per- 
form a service to stockholders by fur- 
nishing on request all information it 
has on what the stock is being bought 
and sold for. The history of life stocks 
shows that they are “good growth 
stocks,” that is, they steadily increase 
in value. , 

Mr. Jones said it was management’s 
suggestion that stockholders retain 
their holdings to obtain the benefit of 
the continual rise in value and the 
dividend income. “If you must sell, and 
before you sell, advise the management 
of any offer made to you. Management 
will advise you of its knowledge of 
what your stock should be worth—of 
what others are paying or will pay 
you. You may be able to secure a more 
satisfactory price for your stock.” 
There has been a waiting list for many 
years of North Dakota people wanting 
to buy some, or more, Provident stock, 
he added. 


Prudential Holds 80th 


Anniversary Luncheon 


A buffet luncheon for 800 northern 
New Jersey business and civic leaders 
and a half-hour nationwide radio 
broadcast highlighted Prudential’s 80th 
anniversary this week 

Guests were greeted by Carrol M. 
Shanks, president, and Harold M. 
Stewart, executive vice-president. The 
affair was held at the home office in 
Newark, as have been annual birthday 
luncheons for more than 25 years. 

Mr. Shanks and vice-presidents in 
charge of the regional home offices at 
Los Angeles, Houston, Minneapolis, 
Jacksonville, and Toronto were inter- 
viewed on the radio broadcast by John 
Daly, radio and TV personality. 


9 Months’ Sales up 29% 


Jefferson Standard Life sales for the 
first nine months totaled $159,063,388, 
increase 29%. Net gain of insurance in 
force during this period was $98,596,- 
609, greater than any previous full 
calendar year. Total in force on Sept. 
30 was $1,423,037,122, a gain of $121 
million the past 12 months. 





Gilmore Speaks on 


Studies Made on Sales 


Robert C. Gilmore Jr., district agent 
of Mutual Benefit Life of New Jersey 
at Bridgeport, who is on a six month 
leave of absence to act as special field 
consultant of the company’s home 
office, was one of the speakers at 
the opening educational meeting of 
a Underwriters Assn. of New York 

ity. 

Mr. Gilmore’ discussed _ studies 
made by several universities which 
indicate that sales imagination must 
be taught and developed, and he gave 
tips on how to think creatively in sell- 
ing life insurance. 

The other speaker was Dr. Dwayne 
Orton, editor of Think magazine and 
educational consultant to International 
Business Machines, who discussed the 
attitude and outlook of the modern 
salesmen in a day when gimmicks 
and gadgets are no longer trusted by 
the public. 





Names Two Managers 


Manhattan Life has appointed E. 
Denald Fuerst and Alvin L. Mayberry 
general agents at Pittsburgh and Ft. 
Worth, respectively. 

Mr. Fuerst joined the company in 
1954 at Pittsburgh as a partner in the 








New Travelers Office 


Travelers has opened a new office in 
the First National Bank building, 411 
North Central avenue, Phoenix, with 
Donald E. Capelle as assistant manag- 
er of life and A&H. The office is under 
the general supervision of the Los An- 
geles office. 


G. W. Roebig in New Post 

John Hancock has opened a district 
office in Jacksonville, Fla., with Gil- 
bert W. Roebig, southeastern regional 
supervisor since 1949, as manager. 
Donald W. Porter and George Barson 
have been transferred from Philadel- 
phia and Youngstown, O., respectively, 
to be assistant managers. 





A. L. Mayberry E. Donald Fuerst 





Fuerst & Porter agency, of which he 
becomes sole general agent. He en- 
tered the business with Home Life of 
New York after 13 years in the steel 
industry. 

Mr. Mayberry, has been in the busi- 
ness 15 years. Since 1946 he has re- 
presented Jefferson Standard Life in 
Corpus Christi, Portland, Ore., Or- 
lando, Fla., and Tacoma, where .he 
has been district manager since 1952. 





Indianapolis Life Sets 2 Records 

Indianapolis Life sales for the first 
three-quarters of 1955 topped $30 mil- 
lion for an all-time high and were 18% 
ahead of a comparable period last year. 
Paid volume for September was more 
than $3,500,000, the biggest September 
in company history. 





Miss Catherine B. Cleary, vice-pres- 
ident of First Wisconsin Trust Co. of 
Milwaukee and daughter of the late 
M. J. Cleary, president of the North- 
western Mutual Life of which she is 
now a trustee, was guest speaker at 
a meeting of the Milwaukee Life In- 
surance & Trust Council. 


Amalgamated Labor Life of Chicago 
has been licensed in California. 








—=—= 


Des Moines Chamber 
of Commerce Notes 


Insurance Growth 


Des Moines Chamber of Commerg 
has issued a special report on the 
growth of insurance in Des Moines, 
pointing out that the industry is ex. 
panding so rapidly that it is contribyt. 
ing in a large way to the city’s growth, 

The chamber said Des Moines is one 
of the nation’s important insurance 
centers and has 49 hcme offices ang 
more than 100 offices of foreign com. 
panies. The 49 domestic companies haq 
total assets of $1,665,274,464 at the 
end of 1954 compared with $1,551,237, 
422 the previous year. Total income of 
the 49 in 1954 was $364,449,164. The 
13 life companies had $4,351,095,351 in. 
surance in force. 


The 28 fire, casualty and multiple. 
line domestic insurers had total assets 
of $122,488,652 and their total income 
in 1954 was almost $100 million. 

In addition Des Moines has 3 home 
state mutuals, one county mutual, one 
reciprocal, one assessment accident 
and two Blue Cross plans. 

The chamber said insurance direct- 
ly furnishes employment to 6,450 per- 
sons in Des Moines. Nine new home 
office insurance buildings, three going 
up this year, have been built since 
1940. 


Home Life Holds 
Managers Meeting 


Managers of Home Life held a four- 
dav meeting at Westchester Country 
club, Rye, N. Y. John H. Evans, vice- 
president and manager of agencies, 
was chairman. He reported that pro- 
duction stood 21.6% ahead of 1954. He 
also announced details of a new man- 
agement caliber. 

One day of the meeting was devoted 
to recruiting, training and direction 
with discussions led by William W. 
Stewart Jr. and John W. Langdon, 
assistant managers of agencies. Other 
speakers were Edward C. Devine, as- 
sistant manager of group sales; Owen 
C. Lincoln, vice-president Gerald K. 
Rugger, manager of group insurance; 
J. T. McCrystal, manager of group 
administraticn; John J. Eichhorn, 
manager at Greensboro, N. C., Alan 
B. Doran and Eugene Kelly, assistant 
vice-presidents; Charles A. Turner, 
director of public relations; and Ben- 
jamin E. Herrmann, assistant man- 
ager of agencies. 


Hancock Names Stasiak 


John Hancock has appointed John L. 
Stasiak regional supervisor of training 
in the east central territory. Mr. Sta- 
siak, assistant district manager at De- 
troit since 1953, joined the company 
at Toledo in 1950. 7 


Wis. Insurance Society Dinner Set 

Wisconsin Life Managers & General 
Agents Assn. will sponsor the annual 
dinner meeting with insurance society 
of University of Wisconsin in Madison 
Oct. 18. The speaker will be Horace R. 
Smith, superintendent of agencies for 
Connecticut Mutual Life. 











Metro Glass Co., manaufacturer of 
glass containers, has issued a 4%% 
$2.1 million note, due in 1970, to Mu- 
tual of New York to expand facilities, 
redeem outstanding debt and increase 
working capital. S. W. Coe & Co, 
small loan firm of Springfield, Ill., has 
placed with Mutual of New York a 
$1 million 44%% promissory note and 
a $500,000 5% subordinated note, both 
due in 1967, for additional working 
capital and to redeem outstanding debt. 





State Farm Life has been licensed 
in Maine, New Hampshire and Ver- 
mont. 
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Variable Annuities Top 
Interest of Actuaries 


(CONTINUED FROM PAGE 33) 
trend to low deductible, coverage of 
all wage classes, and a basic major 
medical coverage with no first dollar 
coverage. The chief problem with ma- 
jor medical was one of controls, Mr. 
Fitzhugh stated. Ideally, no schedule 
of surgical fees would be needed if 
doctors’ charges were uninfluenced by 
the absence or existence of insurance 
coverage. J. H. Smith, Equitable So- 
ciety, argued for deductibles on a “per 
cause” basis, and said that in a repre- 
sentative sample of cases, the basic 
plan covered 48% of costs and the ma- 
jor medical coverage, an additional 
34%, indicating the value of the latter. 
E. A. Green, John Hancock, presented 
the case for “per disability” deduct- 
ibles from the employer’s viewpoint. 
w. A. Halvorson, New York Life, said 
that his company found a “per ill- 
ness” deductible most popular. G. L. 
Hogeman, quoted statistics demon- 
strating the ability of major medical 
to cover not only old hospital-surgi- 
cal areas more extensively, but also 
new areas previously uninsured, such 
as nurses, drugs, and medical supplies. 

J. P. Stanley, United Auto Workers, 
said his union opposed major medical 
insurance on the grounds that it would 
inflate medical costs, and favored low 
surgical schedules. E. B. Whittaker, 
Prudential, discussed the background 
of hospital-surgical-coverage, and 
pointed out the popularity of major 
medical with employes, especially 
when a free choice was permitted; he 
noted very little abuse by doctors in 
the major medical field. Mr. Coward 
said a good plan might cover the first 
$100 of cost, let the insured pay the 
next $200 and thereafter pay a per- 
centage varying with income, so that 
the insurance would cover the net 
cost to the insured after income tax 
deductions for medical expense. 

S. W. Gingery described the Pru- 
dential’s use of accounting machinery 
for home office group operations, and 
their plans for a transfer of this work 
to electronic machinery. G. C. Streeter, 
agreed that the group field was well 
adapted to the use of electronic equip- 
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ment and discussed the Aetna’s prest 


- ent operations and plans for future 


installations. 

R. G. Stagg, Lincoln National Life, 
said the society’s present method of 
holding two spring meetings is satis- 
factory but that the increase in mem- 
bership may necessitate other arrange- 
ments. He suggested that some experi- 
ments may be made in the meeting 
program. 

Mr. Gray said large meetings of the 
society made it difficult to have in- 
formal discussion on topics and also to 


meet one’s colleagues. Meetings held 
in the resort type of hotel tended to 
be more successful because many of 
the members stayed on after the meet- 
ing. 

J. E. Morrison, Great-West Life, 
suggested three regional meetings each 
spring, possibly with the same pro- 
gram, with election of some officers 
at each, ensuring geographical repre- 
sentation. 

R. G. Espie, Aetna Life, felt much 
time was wasted in the presentation 
and discussion of papers at the meet- 


ing and that a simple announcement 
of their forthcoming appearance in 
the transactions would be sufficient. 

J. C. Maynard, Canada Life, said 
discussion of papers was not complete 
because insufficient time was avail- 
able between the publishing of a pa- 
per and the discussion of it. 

R. E. Edwards, Baltimore Life, said 
that simultaneous sessions would be 
unpopular with many members. He 
suggested that a definite starting time 
be allotted to each topic to enable 
members to plan accordingly. 


An Outstanding Opportunity for Top 


Insurance Sales Executives on the National. 


State and Local Levels to Join a Strong 


New England Group 


LIFE +¢ FIRE « CASUALTY ¢ INDEMNITY 


Our two Companies are young but have great 


National Potential. Few if any young Insur- 
ance Companies ever had more outstanding 
Management or greater possibilities. Our 
Capital is ample and will be increased as our 
plans unfold. One of the large nationally- 
known investment banking firms was quick 
to see our opportunities and are solidly be- 
hind our growth program with adequate fi- 
nancing. 


Our Life Company is the second Life In- 
surance Company to be created in our con- 
servative New England State by a special act 
of the State Legislature. Our Fire and Cas- 
ualty Company is also the second stock Com- 
pany in our State. 


We offer to young aggressive Insurance 
Sales Executives with ideas and ability and 
with a definite achievement record, the op- 
portunity to join our organization and to 
grow and share success with us. We are par- 
ticularly interested in executives who have 
sound and constructive plans for building 
nation-wide business as well as State volume. 
We want only men of highest caliber with 
proven experience in building up a substan- 
ae volume of insurance business in these 

elds: 


Ordinary Life Fire 
Group Theft 
Pension Plans Casualty 
Industrial Marine 


Health & Accident Bonding 
Credit Liability 
Annuities Automobile 


While the principal purpose of this adver- 
tisement is to locate a few top executives for 
Home Office operations, we would like to hear 
from Insurance Sales Executives who would 
be interested on the State and Local levels. 
We are prepared to make attractive induce- 
ments to the right men. 


You may feel free to write us in strict con- 
fidence. Tell us all about yourself, your ideas 
and why you believe you would make a good 
addition to our present strong team. 


TO GENERAL AGENTS AND MEN 
WITH THE ABILITY AND 
EXPERIENCE TO ORGANIZE 
GENERAL AGENCIES 


We offer you the opportunity to join 
our strong group and to grow with us 
and to share in an unusually profita- 


ble franchise. A “Ground Floor” as- 
sociation such as ours is seldom avail- 
able. 


The opportunity to exchange ideas 
fully may be advantageous to us both. 
Please write us. 





Address your reply to our 
President, Hon. Burton M. Cross 
Care H-61, National Underwriter 
(Life Insurance Edition) 

175 W. Jackson Blvd. 

Chicago 4, II]. 
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Johnson Describes Agency Manager Training 


(CONTINUED FROM PAGE 


17) 





ger because the home office was doing 
some of his jobs for him. 

3. The now disproved contention 
that a top-flight salesman automatic- 
ally was a top-flight manager and he 
needed no special selection or training 
was partly at fault. 

Companies of all sizes, Mr. Johnson 
emphasized, have a manager replace- 
ment problem. A LIAMA survey in 
May, 1944, of 44 companies in the 
Agency Officers Round Table showed 
that turnover averaged 8 to 10% a 
year. Expansion programs make re- 
placements still more of a problem. 

In its postwar development program 
New York Life has evolved these guid- 
ing principles: 

1. A life company is “people’’ and 
can grow only by having more agents 
(more sales outlets) and/or by more 
productive people—more and bigger 
sales per outlet. 

2. The manager is the key to this 
growth. He, not the home office, must 
furnish the necessary tools and set the 
standards but the manager must do 
the job. 

3. Any manager must be a full-time 
manager and paid enough to devote his 
full time to the all-consuming job of 
building an agency. The manager who 
must produce personal business to get 
along financially is always faced with 
a basic conflict of interests. “We like 
managers to sell—but only with and 
for their agents.” 

4. A company succeeds and grows 
as it is willing to pay for the things 
it wants done. Full-time managers and 
their proper selection, training and 
development cost money but pay enor- 
mous returns. 

5. The No. 1 job of the agency offi- 
cer of any company is the cultivation 
and development of field management 
personnel of proper quality and in 
sufficient numbers to maintain the 
desired growth of the company. 

6. New York Life believes in “grow- 
ing” its managers. It takes time and 
experience, as well as training, to 
make a manager. There must be a pe- 
riod of apprenticeship or internship. 
New York Life believes in getting 
manager candidates young and “grow- 
ing them up.” Long years of successful 
experience as an agent do not quali- 
fy a man for management; too often 
he is called upon to make changes in 
his attitudes and methods too late in 
life. As a rule, the star salesman does 
not make the star manager. 

7. New York Life believes in grow- 
its own managers and believes all other 
companies would prefer to do this. 
“The man who starts with you, is 
trained by you and thinks like you 
is loyal to you.” 

8. Success of the program depends 
almost entirely upon a continuous and 
adequate supply of candidates from 


the company’s own field force. Mostly recruiting and 25% 


they must be selected and recruited 
by present managers. If there is no 
incentive for the general agent or 
manager to bring candidates into the 
management development program, it 
will surely fail. A definite plan to en- 
list their support is a must. 

9. It is unprofitable to open a new 
agency until the company has a good 
manager ready to put in charge. 

10. A company can’t grow any fast- 
er than its supply of well-selected and 
well-trained managers and a program 
for field management development is 
a must if life insurance sales are go- 
ing to keep pace with the economy or 
move ahead of it. 

Smaller companies, as well as big 
ones, said Mr. Johnson, can work out 
programs suited to their circumstances, 
which year after year will produce 
the needed number of candidates for 
management study program, and 
through bringing candidates to the 
home office for periodic conferences 
or longer “tours of duty.” 

Mr. Johnson described the New 
York Life development procedure, 
using agent “John Jones” as an ex- 
ample. This candidate has probably 
had two to five years as a good but 
not necessarily spectacular agent for 
New York Life. The company looks 
for an agent who does well but not too 
well, nor for too long. Usually he’s 
been to college, preferably to business 
administration school. He’s interested 
in management and has already dem- 
onstrated leadership qualities. He’s 
probably 28 to 35 years old. 

The manager, as talent scout, spotted 
him as a future management candidate 
when he recruited him. The manager 
is willing to lose his production as an 
agent, knowing he can multiply that 
lost production many times over as a 
recruiter and trainer. The candidate, 
assistant manager in the agency, has 
as his first job the finding of a re- 
placement for himself. 

However, Candidate Jones must 
first pass the Steward management 
test, the scrutiny of his field officer 
and obtain the recommendation of 
his manager to gain the home office’s 
approval. 

Six months after being named 
assistant manager and after completing 
the first volume of the New York Life 
management training course, with 
field and study assignments, Jones is 
invited to the home office for a one- 
week school. Even though he may 
have already recruited several agents, 
it is still too soon to tell whether he is 
going to be a success. 

New York Life assistant managers 
have only two responsibilties: (1) 
find career men and sell them on join- 
ing the company and (2) train them to 
be successful agents. About 75% of the 
assistant manager’s time should be on 
on training. A 











Pictured at the 
ALC meeting at 
Chicago, J. E. Tay- 
lor, actuary of Na. 
tional L. & A 
Herman N. Hipp, 
agency vice-presi- 
dent of Liberty 
Life, and Robert 
F. Evans, vice- 
president and 
treasurer of Vol- 
unteer State Life. 








Robert C. Perry, 
Ist vice-president 
of State Farm Life, 
visiting at the 
ALC Chicago 
meeting with two 
Occidental of Ca}. 
ifornia officials, W, 
B. Stannard, agen. 
cy vice-president, 


left, and Horace 
W. Brower, presi- 
dent, right. 








substantial part of his remuneration 
is related directly to his results in 
recruiting successful career agents. 

This recruiting and training empha- 
sis continues in his home office school, 
together with self-organization, pres- 
tige building, motivation and allied 
factors designed to help him do his two 
main jobs better. Following the school, 
he is ready for the second volume of 
the course: selection, financing, post- 
supervision. 

The New York Life assistant mana- 
ger holds a temporary job, Mr. John- 
son explained. It lasts on the average 
no more than two or three years. 
Sometime during that period he either 
decides to go back to the field as a 
much better agent or up the manage- 
ment ladder. If he has been successful, 
his next step is that of training super- 
visor. He moves with his family to 
New York City and joins others who 
have been picked. These training su- 
pervisors, in “post-graduate” training, 
form a pool from which all future 
managerial appointments are made. 

For the next year or two, Jones 
spends half of his time under the di- 
rection of his field agency officer in 
the field, working with assistant mana- 
gers, conducting meetings, picking up 
valuable agency-building ideas, gen- 
erally seeing how the job is done in a 
variety of branches. The other half of 


his time he is in the home office, go- 
ing through schools and_ classes, 
working and observing in the vari- 
ous departments, completing specia) 
projects, laying out a model blueprint 
for the agency he will some day man- 
age. For the first time, he gets the 
“big picture,” looks behind the scenes 
of the company’s operations and 
understands that there are many ways 
to do the job of managing an agency 
and it is up to him to decide what 
will work for him. 

Jones will probably serve as a train- 
ing supervisor for 18 months to two 
years. Then one day a senior manager 
in his division is promoted or retired. 
It’s a big branch so the attendant 
shifts finally leave vacant a $5 mil- 
lion agency. Jones becomes its man- 
ager. 

In the five or six years between 
joining the company and being named 
a manager, Jones gets the equivalent 
of a lifetime of experience, Mr. John- 
son pointed out. Jones has served his 
apprenticeship. There are no “blind 
spots.” There can be little about the 
company or the job that he doesn’t 
know. And, of course, managers con- 
tinue to participate in training ac- 
tivities as long as they are with the 
company, for management training, 
like any educational process, never 
ends. 








Improved Cooperation Urged by J. W. Yates 


(CONTINUED FROM PAGE 21) 





four to eight weeks during the year. 
He said companies could appoint qual- 
ified supervisors as general agents with 
greater confidence in their ability and 
in their future length of service as 
general agents. 

Mr. Yates said agents have been 
over-educated and _ under-trained. 
He said agents need the knowledge 
provided by education but must also 
have the skill to use that knowledge, 
which is provided by training. 

In the way of financial cooperation 
and guidance Mr. Yates said, the com- 
pany “should carefully figure the costs 
of achieving the objectives which it 
expects of the general agent. It should 
then make sure that the capital is 
available for underwriting it. After 
that a careful administration of the 
funds should result in the general 
agent not going broke, nor the company 
making an unwise investment. An 
agent should also receive personal 
compensation commensurate with his 
actual achievements, which will enable 
him to maintain the standard of living 
expected of him in his relationships 
with agents and community. When this 
cannot be done, he should not be hired 
or his contract should be terminated.” 

Mr. Yates called leadership “the 
greatest single expectation a general 
agent has of his company.” He defined 
it as “That combination of qualities 
and powers that attracts devoted fol- 
lowers in thought and action.” 


Among the “other things” an agent 
should expect from his company, Mr. 
Yates mentioned the creation of a feel- 
ing of partnership between company 
and field forces; the same type of 
assistance, counsel and consideration 
that you expect him to give to his 
agents; the elimination of commission 
cuts through group coverages, and the 
elimination of constant reductions in 
the cost of insurance to policyholders 
at the expense of agents and general 
agents. ; 


Walsh Describes Canada’s 


New Mortgage Legislation 

Addressing the Legal Section meet- 
ing of ALC at Chicago, T. R. Walsh, 
assistant secretary and legal officer of 
Canada Life, called attention to mort- 
gage investment opportunities i 
Canada for U. S. life companies under 
that country’s 1954 national housing 
act. He said there are extensive simi- 
larities between Canada’s legislation 
and comparable U. S. laws. 





The cost of insurance under Cana-_ 


dian law is borne by the borrower and 
insurance is “part and parcel of a 

loans under the act,” according to the 
speaker. There is free transferability 
of insured loans, but the insurance 1s 
continued only if and while the loan 
is serviced by an approved lender. 
Basically, he said the purpose of the 
act is that the government of Canada 
insurers mortgage loans made by ap- 
proved leaders. 
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1 LOVE MY WORK. 
1 CAN SIT AND LOOK AT IT 
FOR HOURS. 
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